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AL 


For 


immediate 


delivery 


@ These are tried and proven patterns which we know will 
meet with immediate acceptance—take the guess work 
out of your Fall merchandising. Order now. 





Description of Fall In Stock 
Shoes and Prices 


Terms 5%, 30 days 

Notice: An additional charge of 

1Se per pair on all orders for less 

than 4 pairs ass 

No. 2218. Venus—3.25. 

Patent leather vamp and 
heel, black crepe quar- 
ter. 195 last, 19/8 Con- 
tinental heel. 

No. 2319. Toote—$3.60. 

Black kid with trim of 
patent leather. 178 last, 
17/8 Continental heel. 

No. 4319. Some as No. 2319, ex- 

Brown kid with 
=~ patent leather 
trim. 

No. 2320. Crystal—$3.85. 

ULTRA - EZE features, 
eee Plexiote In- 
st and 
Minor aaa’ my Black 
kid vamp 3 black 
calf trim. 158 | 15/8 
Cuban heel. 

No. 4320. Same as No. 2320, ex- 
cont Brown kid vamp 

h brown calf trim. 

No. 2311. Flas 60, 

Black kid. 195 a 19/8 
Continental heel. 

No. 4311. Same as No. pee, eX. 

cept Brown kid 


Sizes and Widths 
for above shoes 


AAAA5 to9 
AAA 442 to 9 
B2to9 


AA 4to9 
A4to9 











Pumps In Stock 
$3.25 


Tango Flexible Instep 
198 last, 20/8 Louis heel 


No. 2516—Black Faille 
No. 1516—White Faille 
No. 2316—Black Kid 

No. 4316—Brown Kid 

No. 3316—Blue Kid 

No. 1316—White Kid 

No. 2216—Patent Leather 
No. 2416—Black Suede 
No. 4416—Brown Suede 


Malibu Flexible Instep 

195 last, 19/8 Continental heel 
No. 2317—Black Kid 
No. 1317—White Kid 

158 last, 15/8 Continental heel 
No. 4327—Brown Kid 
No. 3327—Blue Kid 
No. 2327—Black Kid 


No. 1327—White Kid 
No. 2227—Patent Leather 


Size Schedule for All 
Tango and Malibu Pumps 


AAAAA 51/2 to 10 
AAAA to 10 


0 
A 2% to 10 
B if to 10 
c U2 to 10 
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VOICE or tHE TRADE 


VEGETARIANISM bobs up again 
to bother shoemen as well as tan- 
ners. Meats are getting high in 
price, and folks are turning to fish 
and vegetables. One of the lead- 
ing chains of grocery stores in the 
Middle West is advising its cus- 
tomers to eat more fish and vege- 
tables. And tanners cannot make 
leather of fishskins or onion skins 





either. Decrease in meat eating, as 
folks go vegetarian, means fewer 
hides for tanners to make into 
leather. The hide is only a by- 


product of the meat industry. 


Higher prices of meat are due in. 


part to the drought of last year, 
which destroyed millions of cattle 
(some figures run as high as 10,- 
000,000) and also to the process- 
ing tax. The packing trade reports 
that it has already paid about $100,- 
000,000 in processing taxes; and 
these taxes are added to the selling 
prices. This trend toward vege- 
tarianism, if it continues, is likely 
to have some bearing on leather for 
next year’s shoes. 


T HE luck of No. 4/B. At R. H. 
White’s in Boston they’re regis- 
tering the names of those who have 


No. 4/B feet and later in the sea- 
son, maybe after Labor Day, they'll 
explain the luck of No. 4/B. 


* * * 


THE Shoe Fashion Guild of Amer. 
ica, Inc., will hold its Spring 
showing in November. W. R. Par- 
rott, executive manager, says: 

“It is anticipated that great in- 
terest will be shown in this open- 
ing by all leading retailers of shoes 
in America. During the last few 
years this country has become more 
and more famous for its beautiful 
footwear, so that we no longer look 
to Europe as we did in the past. 
It is also believed that when this 
well-known group of fashion lead- 
ers have their simultaneous show- 
ing, there will be more concentra- 
tion on American styling than ever 
before. 


“While the detailed plans of this 
showing have not yet been made 
known, it is understood that the 
exhibitors will be exclusively mem- 
bers of the Guild and access to the 
showing will be limited to those 
retailers invited by the Guild. 

“The main office of the Guild 
announces that more detailed plans 
are now being drawn up and will 
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be announced to the trade within 
a short time.” 


* * * 


ANTHONY H. GEUTING, past 
president of the National Shoe Re- 
tailers. Association, answers Ward 
Melville, president of the National 
Council of Shoe Retailers: 

“IT read with a great deal of in- 
terest your letter to President 
Roosevelt, which appeared in the 





Boot AND SHOE ReEcorper. I think 
every business man in this country 
will concur with your views as to 
what will produce prosperity. But 
so far we haven’t heard of any- 
body who has told us how this can 
be accomplished. 

“It is easy to talk about increas- 
ing the volume of goods and ac- 
celerated speed of turnover, but in 
the end no one manufactures more 
than he can sell, and the consum- 
ers’ buying power, after all, is con- 
fined to the limits of their purses. 

“People are criticized as immoral 
if they buy beyond their means. 
It is, therefore, plain that they 
must have a purse, and they can- 
not have a purse unless their ser- 
vices are bought, for an unem- 
ployed person may be wealthy in 











talent but if that talent cannot be 
employed that person is poor. 
“Money may not be wealth, but 
it will always buy a cup of coffee, 
and in these times 1 know many 
people with valuable paintings, fur- 
nishings, homes, who haven’t the 
money to buy even a cup of coffee. 
“We have the talent, the inven- 
tive genius, the knowledge of chem- 
istry to transfer the wonderful 
wealth of this country into things, 
so that everyone of us could live 
three times better than we are to- 
day. I daresay the same is true in 
China and all over the world. 
“But we have yet to find a magic 
wand to tell us how to bring this 
about. It is here in an inexhaust- 
ible supply, but en masse we are 
stupid, just plain dumb and will- 
ful, and cannot produce an eco- 
nomic system that will give the 
good leadership, the three-quarter- 
wit, the half-wit and the incompe- 
tent their just due all along the 


line.” 
* - * 


CHANNING E. SWEITZER, man- 
aging director of the National Re- 
tail Dry Goods Association, says: 
“Merchants seem generally of the 
opinion that the long, steady, up- 
ward march of retail business since 
the Summer of 1933 will be con- 
tinued this Fall. If the present 


forecasts for retailing in the Fall of - 


1935 are in any way realized, we 


FEDER A, BF fa) 
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shall experience the best Fall sea- 
son since 1931, with beneficial ef- 
fects on all lines of business. I do 
not believe that merchants gener- 
ally are viewing Fall prospects with 
excessive hope. Further marked 
improvement in business is from all 
indications beyond the pale of fan- 
ciful conjecture.” 

Merchants from the West, Mid- 
West and South were the most en- 
thusiastic over Fall prospects, but 
hardly anywhere were they gen- 
uinely pessimistic. The assurance 
of abundant crops was counted on 
to boost retail sales in the farming 





THE GEORGE F. 
JOHNSON WAY 





—Most people are intensely inter- 
ested in hearing about how many 
millions of dollars a man may 
spend—or save. 

—But I'm wondering how interested 
they are in hearing of the many 
millions a man may give away. 

—George F. Johnson may well be 
classed with Ford, Edison, Stein- 
metz and other wizards of our 
modern industrial age. 

—He could be a very rich man, but 
he's not. 

—He could be "front page” attrac- 
tion—but he's modest. 

—Mr. Johnson has given away a 
great fortune. 

—The 19,000 workers in his huge 
factories are his principal bene- 
ficiaries. 

—That's a fairly sizable family for 
one man to be responsible for— 
and to—but Mr. Johnson loves 
the job. 

—As | said above—he has given 
away most of his fortune. 

—But he is still a very rich man— 
rich in the satisfaction of having 
made so many people happy and 
prosperous in a tired and troubled 
old world. 

—My hat is off to you, Mr. Johnson. 


President 





areas. Other merchants saw busi- 
ness aided through the spending of 
the Government Works program, 
and the activities of the Federal 
Housing Administration in extend- 
ing credit terms for merchandise 
handled in retail stores. Other mer- 
chants were cheered by local devel- 
opments, including decrease in 
unemployment and the recent open- 
ing of new factories. Generally 
they believed that increased income 
would create an additional demand 





BOOT AND SHOE RECORDER, August 31, 






1935 





for higher quality merchandise, par- 
ticularly in the medium price 


brackets. 
* * * 


INCOME of farmers higher in half 
year! The Bureau of Agricul- 
tural Economics reported today that 
Indiana, Illinois and Ohio made 
the greatest increases in income 
from the sale of principal farm 
products for the first six months 
of this year. 

Cash receipts for the country as 
a whole for the six monhts were 
$2,585,000,000 as compared with 
$2,330,000,000 for the same period 
of 1934. 

The total for 1934 was $6,387,- 
000,000, and the bureau said it is 
expected that the income from farm 
products in the second half of the 
year will exceed that of the latter 


part of 1934. 


* * * 


HARRY W. SCHACTER, presi- 
dent of Kaufman Straus Company, 
Inc. of Louisville, Ky., says:: 

“I look for an increase of from 
10 per cent to 15 per cent in Fall 
business this year, and I believe 
that business in general throughout 
the country will show a decided 
improvement this Fall as compared 
with last year. I believe this im- 


OUR 
BEST 
BER. 








proved business, both in our com- 
munity and in the country, will 
come partiully from Government 
spending insofar as it affects the 
working man, and partially from a 
very decided improvement in the 
psychology of the middle and up- 
per income classes. This improve- 
ment is manifesting itself in in- 
creased confidence in the general 
economic situation which tends to 
loosen purse strings that have hith- 
erto been kept shut tight. 

“I also believe that there is go- 
ing to be a continuing increase in 
the demand for higher quality 
merchandise, particularly among 
the middle and upper income 
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classes, because I am firmly con- 
vinced that insofar as these groups 
are concerned, the era of pure price 
for the sake of price is about over.” 


* * * 


ConsuMERS ate refusing to buy 
meats—and especially pork—owing 
to the high prices. In some cities 
the women are carrying on regular 
strikes and are picketing the stores 
as a protest. This of course is 
misdirected effort, as the dealers 
are not to blame for the scarcity 
of meats and the rising prices. 
The Consumers’ Guide, which is 
issued by the Department of Agri- 
culture, and which is supposed to 
stand up for the interests of the 
consumers, also paints a doleful 
picture which shows that retail 
prices of pork products average 52 
per cent more than at this time last 


year. 
* * # 


ISRAEL I. GOLDBERG of the 
Vogue Shoe Store of Riverhead, 
L. I, says: 

“It is with great interest that I 
read in the Boot anpD SHOE Re- 
CORDER, ‘Do Not Make Sales Till 
Late in the Season.’ Doesn’t that 
also apply to the big department 
stores? The season has not yet 
started—our Fall shoes have not 
yet been shipped and one store 
comes out with a Fall sale. That’s 
what I call hot. We cannot even 
buy shoes in those styles to sell 
for that price.” 


* * * 


CAUTION to merchants. It is 
claimed that there is an individual 
going around to the retail shoe 
stores in the New Jersey area, ped- 
dling a corn remedy and promising 
to mention, over the radio, the 
name of the store selling the goods. 
Several merchants have bought the 
supplies in the hopes of having 
broadcast promotion. In some 
cases the merchants tell us that 
they couldn’t contact headquarters. 

So govern yourselves according- 


ly. 


* * * 


CHARLES Staudt, who has had 
the men’s shoe department in the 
Fomby Clothing Company of San 


1935 


Antonio for many years, finds that 
men who buy good shoes buy them 
when they want them and as they 
need them. Therefore, men are not 
given to running around, looking 
for shoes at a price. The excep- 
tion to this being those stores who 
regularly hold sales of two months’ 
duration, twice a year. Then the 


men always outguess the stores by 
invariably waiting for the sale. 
“A small business like mine,” 
Staudt says, “holds up good in dull 
times—such as the ordinary sale 
period. In San Antonio, sales do 
not move heavy shoes in January 
or February, nor do they move 
sport shoes in July and August. 
If a man wants to buy shoes of that 
nature, he will pay full price any 
time in the year—so why give away 
the profit in January when you can 
get $10.00 for the shoe in April. 
“This game of trying to pull 
away trade from other stores 
through sales, is the bunk. Some 
few people will respond to the ad, 
but not enough to make it pay. 
That kind of store operation keeps 
the trade all stirred up and breaks 
down the public’s sense of values.” 





P. G. WINNETT, president of Bul- 
lock’s, Los Angeles, Calif., says: 

“We are anticipating some in- 
crease in retail business in Los 
Angeles this Fall, on the average 
10 per cent. Good crop prices, the 
presence of many tourists, and gen- 
eral conditions, give us reason for 
such expectation. I believe that 
retailing generally will show im- 
provement over last year this Fall 
if Congress will go home. I am 
inclined to look for a general come- 
back in spite of Washington. There 
should be a slight increase in the 
demand for higher quality goods 
this Fall, along with the increase in 
dollar sales.” 


* * * 


Har KENASTON, managing di- 
rector of O’Neill & Co., Inc., of 
Baltimore, Md., says: 

“We are looking forward in our 
community to a 5 per cent to 10 
per cent increase in business this 
Fall over last year, and general 
opinion is that business through- 
out the country should be consid- 
erably higher. The definite steady 
trend upward in the past 12 months 
would seem to indicate such con- 
tinued improvement. We are an- 
ticipating an increased consumer 
demand this Fall for higher qual- 
ity merchandise, at least to a de- 
gree, but do not expect a big price 
jump.” 








Hush, Junior! — 
POPPA’S THINKING UP 
ANOTHER FANCN NAME 

FOR HIS SPRING 


LEATHER. 











INFLATION 


Every time the inflation issue crops up, millions of 
Americans shake in their boots. The wage earners, the 
small savers, the retail merchants, in short, all those to 
whom stable money means the pillar of their existence, 
are living in fear lest inflation should break down the 
dams of a fixed currency system and sweep away their 
savings, earnings and assets, too. 

The mere mention of inflation will, of course, in- 
evitably recall the futile picture of a post-war Germany 
with her billion-mark notes. There printing presses 
were started by the federal government to turn out more 
and more paper bills, or what they conveniently called 
“money.” Once started, the presses could not be 
stopped until the country was buried under an ava- 
lanche of paper money. Then came the creation of 
a new currency system, but not before the debtors, and 
especially the large ones, had wiped out their obliga- 
tions. Outstanding among these were the Reich Govern- 
ment whose internal debt of uncounted trillions of 
marks vanished completely. The Reich Government 
was followed by the various state and local adminis- 
trations which also profited handsomely from inflation 
of the currency. 

Why then is this currency manipulation called in- 
flation? Aside from all technical matters, it is nothing 
but an attempt to straighten out a rotten economic situ- 
ation. Jf people do not believe in honest-to-goodness 
work any more, they like to play around with “improv- 
ing the monetary system.” And, if they don’t have 
the money to play around with, they simply make it. 
It’s easy, but it’s dangerous and certainly fallacious. 

Look at the bills which we all use day in and day 
out. By itself, the money is not any longer worth the 
paper upon which it is printed, because it has gone 
through millions of hands and has become worn and 
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By Gerhard Hirschfeld, 
Editor of FACT 





wrinkled. Of value is the merchandise which will be 
exchanged against this money. In other words, money 
is the symbol of values which help to exchange the 
goods. Now, it is of great importance that that symbol 
should have a fixed value. It would render our eco- 
nomic life wonderfully stable if we knew that tomor- 
row, next week and a year from now a fixed amount of 
money will buy exactly the same share of goods, the 
same value of service. That, of course, is fiction— 
not truth. Money changes its worth every day without 
either you or me touching it—because goods and ser- 
vices never have the same price from day to day or 
week to week. There is a small harvest and prices go 
up. There is a larger unemployment and wages go 
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What are the probabilities with regard to currency expansion ? 


down. Every day you buy more or you buy less for 
your money, never exactly the same. So it has become 
an invariable rule that, while we always call a dollar 
by the same name, in reality it is 98c. or $1.03, or 87c. 
or $1.24, depending on just how you compare it. 


Furthermore, the divergent interests of the 
various strata of our millions of population have 
dissenting ideas about money. The farmer is 
always clamoring for higher prices. Conse- 
quently, he favors an “inflation” of money which 
expresses the value of his products. In order to 
peg prices artificially, the Middle West has al- 
ways advocated the issuance of more paper 
money, or more silver money for that matter, for 
the more money there is in circulation the larger 
will be the farmers’ share. 


Then, there is the other way—of deflating, that means 
devaluating goods and services in terms of money. The 
creditor, especially the larger one, always favors de- 
flation, and with very good reason. The more the 
money will be worth which he has outstanding, the 
higher the value which he will be able to buy with it. 
We have not yet solved the mystery of just where infla- 
tion has its niche among the beneficiaries of mankind, 
but it may not be a myth to state it this way—that 
deflation is definitely unwelcome to the debtor classes. 
Whatever small assets they may have in either goods 
or services is being reduced in monetary value by the 


A great many conflicting opinions are 
being expressed. This writer's answer 
is "No." His reasons are: 


1. The government, if it really wanted inflation, 
would have started it when the economic 
situation was more desperate than it looks 
today. 


. Anyone who knows about the _ inflation 
disaster abroad will hold it at arms length 
if he can help it. 


. The government has more subtle means of 
cheapening the currency than starting the 
printing presses. 


4. Growing recovery blocks inflationary trends. 


. The people do not want inflation. 


process of deflation. And inflation, to be sure, is the 
curse of the creditor. The money he has invested in 
goods or services is steadily over-valued, and the return 
yielded will diminish with the rising tide of inflation. 
The invariable and, indeed, the only permanent re- 
sult of currency inflation is the relief of the debtors. 
They get rid of their obligations and it does not matter 
much to them whether the whole currency system is 
shattered. The very fact that private debtors in U. S. 
have been helped a great deal by the government re- 
[TURN TO PAGE 53, PLEASE] 
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\ HOW SHOES FIT INTO THE PICTURE OF 


IT’S the fashion phrase of the moment— 
“Italian Renaissance.” The most important 
influence of the season takes its cue from the 
great days in Florence, Venice, and the other 
Italian cities where culture flourished in the 
15th and 16th centuries. You know why, of 
course. You see the word “Renaissance” at 
least ten times a day in the fashion magazines 
and fashion advertising: Reason one—the ex- 
hibition of the great Renaissance paintings in 
Paris. Reason two—that much discussed play 
in Paris, “Les Cenci,” with Lady Abdy, the 


famous beauty, wearing Italian Renaissance 


es 
xv “n 





RENAISSANCE FASHIONS 


clothes. Reason three—the interest the whole world 
takes in Italy these days. And reason four—the smart- 
ness of the French couturiers, who are quick to seize 
any idea that makes women want elegant and expensive 
clothes! 

What has all this Renaissance conversation to do 
with shoes? How can you tie in footwear with this 
influence in clothes? i 

If you could take the time—as we did last week— 
to look into the matter, you would make some very 
interesting discoveries. You would find that many 
of the shoes you have in stock right now have a dis- 
tinct Renaissance influence. And you can promote 
them as such very easily and very effectively. 

Briefly the shoe history of that time is this: In the 
early Renaissance, the shoe was a simple little “ballet- 
slipper” pump effect. First its toes turned up and then 
toes became broad and square. Isn’t that a rather neat 
tie-up when you consider the smartness of square toes 
right now? 

Eventually the shoe was cut down so low on the 
sides it had to have something to hold it on. And 
there you have the broad strap—one of the most 
important patterns in every retailer’s line today! 

From that silhouette the next change was to a shove 
cut high over the instep. Sometimes it was tied at 
that high-throated line with little latchets at the side. 
Often it had a high tongue effect. This high-throated 
shell was the shoe worn at the height of the Renaissance 
and seen in the paintings of the great Italian artists. 
This high-throated line is, without question, the newest 
line in shoes today. Many 
of the monk types we have 
could, without stretching the 
imagination, be related to 
this influence. The very new- 
est evening slippers have an 
exaggerated tongue effect. 

The detail most seen in 
those historic days was slash- 
ing—which was also used in 
the costumes of the time. 

And slashing, or “damascen- 


Three typical Renaissance cos- 
tumes of 1935. The flare back 
coat that looks like a Florentine 
mantle. The halo hat (like the 
angels in the paintings) and the 
dress with ruching at neck and 
sleeves. The puff-sleeved, full- 
skirted dinner dress (a Renais- 
sance Duchess up-to-date.) The 
draped dress edged with em- 
broidery, a silhouette borrowed 
from the masters’ Madonnas. 


ing,” is a new device in high style shoes right now. 

Our sketches of the old and new show graphically 
how close the parallel is between historic Renaissance 
shoes and shoes of the moment. The fourth modern 
shoe—recently introduced by Bonwit Teller—is a per- 
fect Renaissance adaptation with its high throat and 
slashed detail. This shoe is being featured in a series 
of Fifth Avenue windows showing a “Titian Wedding,” 
with the bridal party and the guests in Renaissance 
fashions. 

Then you have color. Red and green, the novelty 
shoe shades, are the two leading Renaissance colors. 
Bright browns-—of the Bourbon, Hindue Rust and 
Ginger persuasion—also belong. In evening slippers 
—brocades, gold trimming, jeweled ornament are three 
Renaissance notes. 

What a grand window you could make 
with this Renaissance theme song! We 
know of a shoe store on the West Coast 
that is going to have a beauty, borrowing 
some reproductions of Renaissance paint- 
ings for a background, showing some 
sketches of modern Renaissance clothes, 
together with the old and new in shoes. 

You could use the material on this page 
to build such a display. Why don’t you? 
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GEORGE B. HESS 
Chairman, Men's Style Committee 


To discuss the trend of styles for Spring and Summer, 
1936, in men’s, women’s and children’s shoes and to 
formulate a program that will point to the probable 
developments in colors, materials, designs and types of 
shoes, will be the purpose of a gathering of shoe men 
from all sections of the country and including all 
branches of the industry, to be held in New York on 
Monday and Tuesday, Sept. 9 and 10. It will be the 
official Shoe Style Conference for the coming season, 
held under the auspices of the National Shoe Retailers 
Association, and it will take place at the Waldorf- 
Astoria Hotel, simultaneously with the Tanners Coun- 
cil’s First Showing of American Leathers for Spring. 

The conference will open on Monday, with separate 
meetings of the men’s, women’s and children’s style 
committees, at which recommendations will be heard 
and discussed, and the viewpoints of various stylists 
and trade factors will be heard. Out of this informal 
exchange of opinion, tentative style reports on men’s, 
women’s and children’s shoes will be formulated. 
These reports will be submitted to the General Styles 
Conference on Tuesday and, after further discussion, 
will be modified in accordance with the prevailing opin- 
ion and then adopted as the official recommendations of 
the National Shoe Retailers Association for Spring and 
Summer. 

The general session of the conference on Tuesday 
morning will take the form of a Symposium of Fashion, 


’ in which the influence of Paris, New York and Holly- 
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FASHION 
TO FEATURE 


wood in molding the trend of styles in general, and 
shoe styles in particular, will be studied and evaluated. 
Miss Kate Arlene Goldstein will have charge of this 
part of the program, and Miss Hilda Raum will act as 
narrator. Miss Carmel Snow will explain the impor- 
tance of the Paris influence, and a famous movie star 
from Hollywood will present the claims of the movie 
metropolis to a place of distinction in the field of fash- 
ion origination. A recognized metropolitan authority 
will tell how New York sets the pace in fashion for 
the western world. 

For many years the Style Conference has played an 
important part in the progress of the shoe business and 
has been of incalculable value to merchants in enabling 
them to forecast with greater accuracy than would 
otherwise be possible the future trend of shoe styles. 
It has helped to stabilize and control the evolution 
of styles in shoes, and thus has come to be looked upon 
as an institution in the industry. In discussing its par- 
ticular value to retailers this season, Manager John J. 


MAURICE J. YOSKIN 
Chairman, Children's Style Committee 
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SYMPOSIUM 
CONFERENCE 


Influence of New York, Paris, 
Hollywood and Other Style 
Centers to Be Shown at Waldorf 
Meeting. September 9-10. 


Holden of the National Shoe Retailers Association said 
in a recent statement: 

“This is a year in which every merchant must plan 
for profit on the basis of definite information. The 
retailer who knows what’s ahead can direct the course 
of his business with intelligence and assurance. In- 
dications point to better retail conditions in the latter 
part of this year and the earlier part of next year. 
Merchants whose stocks are right will be in a position to 
profit by the improvement. 


“EVERY retailer knows the important part that style 
plays in the merchandising of shoes today. Rightly 
used, style can be a tremendous stimulus to the retail 
shoe business. Uncontrolled or misdirected it can be 
the ruination of any business. 

“The Style Conference was originally established 
to introduce a proper measure of control in the styling 
of shoes. It was designed to restore style stability at 
a time when the unregulated production of styles was 
threatening to demoralize the industry. To a very great 
extent it has proved successful in attaining the objec- 
tives for which it was planned and established. In- 
stead of leaving style to the whim of every individual 
in the industry, the Style Conference makes it possible 
for retailers, manufacturers’ representatives, stylists, 
leather men and traveling salesmen to sit down together 


HAROLD R. WILLIAMS 


Chairman, Women's Style Committee 


and plan in an orderly way for the season ahead. It 
provides a forum of information about style trends and 
it formulates reports and recommendations which direct 
the progress of style down the safe path to profit. 

“Every retailer benefits because these semi-annual 
style conferences are held. But the retailers who 
benefit most are those who attend the conferences, par- 
ticipate in the discussions and share in the information 
which is made available through these meetings. 

“A special effort is to be made this season to enlist 
the interest of retailers who have not been regular at- 
tendants at the Style Conferences held in the past. The 
conference offers so much of interest and value to shoe 
merchants that no retailer should miss participating in 
these semi-annual meetings. 

“A frequent question raised by retailers in this con- 
nection is ‘How can I give thought amd consideration 
to Spring shoes so far in advance of the season, at the 
time when I am mostly interested in the promotion and 
sale of Fall footwear?’ 

“There are a number of good answers to that ques- 
tion, and a little thoughtful analysis will demonstrate 
that every retailer must think ahead and plan ahead for 
next season, even while he is devoting his energies and 
efforts to the merchandising of this season’s shoes. 

“In the first place, if the conference is to fulfill its 
vital purpose of maintaining a proper control over the 
development of style, so that fashion evolution may 

[TURN TO PAGE 51, PLEASE] 
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SCHOOL shoes ought 

to have prominent win- 
dow display all during this 
month, And how about giving 
@ pencil box, or a loose leaf 
binder or some other inex- 
pensive school item with each 
purchase of children's shoes? 
Results considered it's inex- 
pensive advertising. 


9 AT this season of the 

year, with plenty of new 
styles in stock there is no 
reason why your window dis- 
plays should not look entirely 
different from week to week. 
Change your windows every 
Monday and put a lot of 
thought and effort into your 
trims. 


13 PICK out 13 of the 
numbers you want to 
put selling pressure on, name 
prices on each ending in (3, 
end put in a window of them 
with big cards reading "$3 
Lucky Values for Friday the 
(3th.” Run a good strong ad 
on Fall footwear styles and Fall 
hosiery today. 


2 LABOR DAY—Last holi- 

day of the Summer sea- 

son. Better enjoy it for there's 
a long, strenuous Fall sellin 

season just ahead. Are you all 

ready to start in on Fall selling 
in dead earnest tomorrow? 


TONIGHT'S advertise- 

ment should be a strong, 
attention - getting announce- 
ment of Fall styles, with par- 
ticular emphasis on three or 
four of your best numbers on 
which you expect to do big 
volume. Don't try to put too 
much in your ad or nothing 
will stand out. 


10 IF you have a good list 

of your men customers a 
mailing card featuring one of 
your snappiest new Fall ox- 
fords, with a reminder that it's 
time to be selecting new Fall 
shoes will be inexpensive and 
resultful. A government post 
card makes a good mailing 
card. 


1 4 NOW, with the big 

Fall footwear season 
on, is the time to put emphasis 
on hosiery and build up a de- 
mand that will carry along into 
the slower selling seasons. In- 
sist that sales people mention 
hosiery to every shoe pur- 
chaser, and show them one of 
your “best buys.” 
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3 UNLESS you have al- 
ready sent out such a 
mailing there should be quite 
a pretentious Fall announce- 
ment in the mails this week. 
The best announcement is one 
that illustrates and prices some 
of the actual styles in stock. 
Send a letter with your folder 
or broadside. 


7 OF COURSE yo ur Fall 

window and interior trims 
are all in place by this time. 
Be sure the merchandise dis- 
plays in the windows for today 
tie in with the numbers 
played up in your ad. Price 
every shoe in the window, and 
see that your display cards 
really say something. 


1 AT this season one ad- 
vertisement a week is 
hardly enough. Run your big 
ad on Friday for Saturday 
business, but advertise at Jeast 
ence during the week, and 
preferably on Wednesday, be- 
cause the last three days of 
the week are naturally the best 
selling days. . 





CHECK your stock to- 

day, and every Wed- 
nesday. And do a better, 
more thorough job of it during 
the Fall selling season. Know 
just which numbers are selling, 
and which are not. And DO 
SOMETHING about the slow 
sellers! Watch for costly 


“outs” in sizes and colors. 





12 IF there's a vacant store 

room on either side of 
your store why not secure the 
use of the windows for addi- 
tional merchandise display for 
your store. It will help you 
sell more goods, and it will be 
far better for you than to have 
an unsightly empty room next 
door. 


16 IN planning your new 
window displays to- 
day, don't cut down on the 
space devoted to school shoes. 
And how about men's foot- 
wear? Have you given your 
new Fall fine a real showing 
yet? Get local interest into 
your windows—a picture of the 
local football team for in- 
stance. 
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Calendarfor 
SEPTEMBER 


A Working Schedule for Busy Merchants 


17 ANOTHER mailing 
card this week on 
school shoes would be timely, 
particularly if school has been 
open a week or two. Many 
parents don't discover how 
badly their youngsters need 
new shoes till they've been in 
school a few days. Feature 
your give-away offer. 


9 TO tie in with your ad, 

devote one entire 
window to the price group ad- 
vertised. Play up the price in 
a big way. If you're handy 
with the brush, paint a back- 
ground panel with the price in 
figures 2 feet high, and build 
your display around this eye- 
catcher. 


95 THIS is the day to 
check stocks again. 
Watch your hosiery colors 
particularly. Demand fre- 
quently changes as the season 
moves along, and you should 
be letting stock run down on 
those colors that are losing 
favor. Make a list of the num- 
bers to be cleared out. 


18 ARE you sticking to 

your weekly check of 
stock conscientiously? If you 
are you've already discovered 
how quickly it turns up the 
slow moving numbers and en- 
ables you to do something 
about them before they reach 
the point where you have to 
take a loss on them. 


96 WHAT are you going 
to do in October? 
It will be right on top of you 
the first of the week! Better 
check up last year's records to 
see if there was anything you 
can repeat this year. Plan 
your advertising budget and 
map out your window space 
program. 


30 A_ little change in 
your window back- 
grounds, when you're putting 
in new displays for the week 
today, will help keep them in- 
teresting. A few new panels, 
some autumn leaves or a few 
corn stalks will help give Fall 
atmosphere. Change all your 
window cards too. 


19 A little folder or card, 

listing all the impor- 
tant football games, that a 
man can carry in his pocket, 
makes a good advertising fea- 
ture. Put a stack of them in 
the window with a card invit- 
ing men to step in and get 
one, free, and see how it 
brings men into the store. 


93 CHANGE all your 
window displays again 
today, and even though you 
have to show some of the same 
merchandise that was dis- 
played last week, do not show 
it in the same place! Clever 
rearrangement can make your 
windows look as though they 
were entirely new. 


97 PLAN a good strong 
ad for tonight that 
will bring in business tomorrow. 
If last week's ad featuring one 
price on women's styles 
brought good results why not 
do the same thing with your 
best selling price in the men's 
line. Feature hosiery in your 
ad too. 


20 SO far your Friday ads 

have probably fea- 
tured a number of styles and 
price lines. Today, by way of 
experiment, select the best 
price group you have and de- 
vote your entire ad to a force- 
ful play-up of this one price. 
Illustrate actual styles in stock 
if you possibly can. 


9 4 YOU have been using 

your mailing list fre- 
quently this month and unless 
it is remarkably clean you have 
been having some of your 
pieces returned. Are you 
checking every returned piece 
against your list and correct- 
ing it, so you won't waste any 
postage on the next mailing? 


98 IN selling men's shoes 
many an extra pair 
can be sold by suggesting to 
the customer that it is really 
economy to buy two pairs in- 
stead of one, and then alter- 
nate in the wearing of them. 
Suggest to your salesmen that 
they try this and report the 
results. 

















WE ARE COOPERATING WITH 
THE NATIONAL BOOT AND SHOE 
MANUFACTURERS ASSOCIATION 
IN CONTINUANCE OF MINIMUM 
WAGES, MAXIMUM HOURS, AND 
CHILD LABOR REGULATIONS 
UNDER WHICH THE SHOE MANU- 
FACTURING INDUSTRY HAS BEEN 
OPERATING. OUR MERCHANDISE 
IS MANUFACTURED UNDER 
THESE CONDITIONS. 








EXIT THE CHISEL... 
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1935 


ENTER 


The 


Golden Rule 


Of 


COOPERATION 


175,000 poster stickers in this de- 
sign have been ordered by shoe 


manufacturers observing wage 

and hour provisions recommended 

by National Boot and Shoe Man- 
ufacturers Association. 


SHOE manufacturers were formerly under the im- 
pression that a small minority could upset the work 
and purposes of a very large majority of the industry, 
but this has been found to be very largely a fallacy. 
There were so-called chiselers of labor under the code 
and, as is well known, there were violators of the code. 
Nevertheless, the shoe manufacturing industry found 
that these violators were scattered, and in spite of their 
evasions, there were benefits secured to the industry 
through the voluntary cooperation of a large majority. 
Under the present plan of voluntary cooperation, as 
differentiated from regimentation and control, shoe 
manufacturers who have agreed to continue the mini- 
mum wages, maximum hours and child labor regula- 
tions, and are using the poster stickers furnished by the 
National Boot and Shoe Manufacturers Association, re- 
port that they are meeting with less price resistance 
from buyers. Buyers will do well to support and co- 
operate with the movement aimed at the benefit of the 
industry in stabilizing conditions within the industry, 
as well as for the benefit of the country as a whole. 
The U. S. Bureau of Labor Statistics, shows in- 
creased per capita weekly earnings in the shoe indus- 


try, for June 1935. The average per capita weekly 


earnings, including all sections of the country and the 
various grades and types of shoes, were $17.56, com- 
pared with $17.20 for June, 1934, under the code, in 
spite of a reduction of approximately three-quarters of 
an hour in the average hours worked per week. 

As a result of the efforts of the National Boot and 





Manufacturing Keeps the Spirit 
of the Code in Productive 


Practice. 


Shoe Manufacturers Association to stabiize conditions 
in the industry, orders have been received for more 
than a hundred and seventy-five thousand poster 
stickers from shoe manufacturers to attach to their 
invoices, and manufacturers report this cooperative 
effort has had an important influence in stabilizing 
wages and an accompanying tendency to stabilize 
prices. 

There have been some erroneous statements pub- 
lished, which may have been propaganda to break down 
price and wage standards in the industry to the tem- 
porary self-interest of a few individuals; and isolated 
instances have been magnified and rumors circulated, 
possibly by those who seek to show the necessity for 
political control and regimentation of industry. 

In a recent booklet, “Present Problems Confronting 
the Shoe Manufacturing Industry,” published by the 
National Boot and Shoe Manufacturers Association, 
President Miller of the Shoe Manufacturers Association, 
makes the following statement: 

“We must not lose sight of the fact that self-appointed 
guardians of business, both in and out of government 
service, are looking hungrily for instances of chiseling 
which they can hold up as horrible examples in trying 

[TURN TO PAGE 51, PLEASE] 
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The 
Younger Generation 


W. MAXEY JARMAN 


W. MAXEY JARMAN, president of the General Shoe Cor- 
poration, Nashville, Tenn., comes from a family long asso- 
ciated with the manufacture of men’s shoes. 


He is the son of J. Frank Jarman, chairman of the Board 
of the General Shoe Corporation, who has manufactured men’s 
shoes for many years. 


Maxey Jarman attended the Massachusetts Institute of 
Techno!ogy, after which he went directly to the Jarman Shoe 
Company in charge of the office. 


In those first years of the newly formed Jarman Shoe Com- 
pany, he handled the office correspondence, credit, production 
control, bought findings, and in spare time learned much about 
leather and the actual construction of shoes. 


Through progressive steps he became secretary and treasurer 
and finally, in 1932, president of the company. In 1933 the 
corporate name of the company was changed to General Shoe 
Corporation, with its selling divisions, Jarman Shoe Com- 
pany, Richland Shoe Company, Belle Meade Shoe Company 
and Davidson Shoe Company. 


He and his father stand tcday—co-operative executives in 
a great business, engaged in the making of men’s dress shoes. 


By 
John L. Harris 


A 
BATTLE 
OF 
WITS 


THERE is a general impression that 
salesmanship is a “battle of wits.” 
What are wits? And why battle’ 
Battles are often won after both sides 
have lost heavily. If you use your 
wits to victimize the customer, you 
both lose. 

Webster defines “wit” as know!edge. 
mental faculty, talent, the power cl! 
combining ideas. 

If you combine these you have the 
finest type of salesmanship ability. 


Knowledge—Of your product (what it 
was created for) and (where it will do the 
most good). 

Mental faculty—To use that knowledge in 
a logical manner. 

Talent—The skill with which you dem- 
onstrate your product. 

The power of combining ideas—The 
power of combining the ideas for which 
the article was created to suit the cus- 
tomer’s requirements. 


Recently I heard the remark, “It 
was a battle, but I sold her.” My only 
comment was, “My boy, if it had been 
a battle, you wouldn’t have sold her. 
What you really did was use your 
‘wits.” You helped her discover the 
true facts and that what she bought 
was the best for her purpose. I be- 
lieve you did her a favor.” 

Selling is not warfare or a battle 
of wits. You need to have your “wits” 
about you, to be sure, but you must 
use your wits in a pleasant, courteous 
spirit of helpfulness. 

Salesperson and custumers are both 
after the same thing. They are de- 
sirous of selecting that which will give 
the best satisfaction—to both. 

Wits are needed to find the shortest 
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The Relay Race 
of Fashion 


| N the relay race of fashion, Summer, 1935, hands 
the baton to Spring, 1936, a week from Monday, and 
style marches on in new footwear. The value of one 
Summer melting into another, and ignoring the Win- 
ter between, is that it permits a program of gradual 
change. To make a sharp difference between one 
Summer and the next would be to put into peril, not 
only the carry-over, but all the lasts, patterns and 
consecutive thought of an industry. 

Radical change, even though it be for the better, is 
dangerous for any ‘staridard product on the market. 
The public will not accept it. It will accept a few 
unusual novelties, but by and large the shoes must 
interlock with what the public has liked before. 
Changes for the better must be progressive and not 
radical in the majority of styles. Many failures in 
fashion have come through radical changes that are 
ahead of the public’s interest. It takes time to educate 
a public into a new feature of fashion. See how long 
it has taken for ventilation to come into its own. 

All parts of the country do not accept the new fash- 
ions with the speed and interest of the great metropoli- 
tan centers. For example, the “flats” of a year ago 
are becoming the standard and accepted shoes of today 
and will become the classics and staples next Spring 
and Summer, _ It takes time for fashion to progress 
the country over. It is also interesting to note that the 
“flats” of last year’s American origination are this sea- 
son’s high favorite in England and Australia. And so 
the relay race of fashion continues. 

The shoe industry is learning lessons from the dress 
trades. Models are made in pull-overs and finished 
shoes for study and appraisal, and the alert organiza- 
tion accepts the creations of outside designers, working 
in harmony with the trade’s existing designing and 
production organizations. 

The resistance to something new is not as great in 
shoes as it was a decade ago. The perishable quality 
of novelty in fashion is something for the women’s 
In the field of men’s footwear there 


trade to consider. 








2 
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is a revitalizing and stimulating influence of new de- 
sign and creation. An outstanding designer says: 
“No matter how interesting a man may be, if he con- 
stantly appears in the same suit, tie, hat and shoes, he 
is very apt to lose the interest of the people with whom 
he comes in daily contact—or at best, he will be taken 
for granted. (How well the fair sex knows this.) Even 
though merchandise be correct in color and form, it 
must appear in new dress periodically if it is to con- 
tinue to stimulate public buying interest. There is no 
better example of this than in the styling of auto- 
mobiles.” 

Hand in hand with the designing of new things for a 
Spring and Summer ahead is the necessity for planning 
promotion and marketing of a product. Display makes 
sales. Promotion makes profit. Shoes that are stale 
in design lack the vigorous theme necessary to interest 
the public. 

It is a hea'thy thing for an industry to do long-range 
thinking ahead, for such anticipation serves as a great 
testing field for new things as well as old. Shoes for 
126,000,000 people cannot be made in a day, a month 
or aquarter. They need long anticipation. The leather 
has to be tanned in the desirable colors and all the 
service of supplies must be coordinated so that actual 
production time is made efficient and economical. Antic- 
ipation also serves to lengthen out the work year. 
Many factories have so organized themselves that the 
skilled worker at the machine has the security of 50 
weeks of continual payroll. Without scientific anticipa- 
tion, this would be impossible. The idea of a continu- 
ous relay race is the best mental picture of the true 
functioning of the shoe and leather industry from the 
hide to the fitting stool. 

-- The woods are fu!l of good designers, but too many 
of them are ahead of the procession of profits. They 
design for novelty rather than for orderly pedigree. 
There must be a reason for a fashion. It is always 
possible to change the appearance of a product for 

[TURN TO PAGE 43, PLEASE] 
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ATHLETE’S FOOT GAINS 
TOEHOLD ON NATION 








Medical Association Studies 
Spread of Fungus Disease; 
Hard to Cure. 


Philadelphia, Pa. June 9—P>)— 
Athlete’s foot stepped into the lime- 
light at the American Medical As- 
sociation’s annual meeting today as 
a@ national malady requiring serious 
consideration. 

It was the first topic on today’s 
clinical lecture program, under its 
scientific name, dermatophytosis, It 
used to be called ringworm, although 
there are no worms involved. It is 
a@ fungus disease, caused by vegetable 
molds that grow in the skin. 

Interest in this fungus centers in 

slits ability to invade the best fami- 
lies, the swankiest places, to live in 
.{the finest clothing, to pick the most 
high-strung persons for its habitat 
and to increase in spite of cleanli- 
ness, 
Gains 400 Pct. Since War. 

Athlete’s foot has increased about 
400 per cent since the world war. 
But about its only relation to 
athletics is its picturesque name. It 
is also called Hongkong foot, toe 
ringworm and barcoorot. It has 
spread over most of the civilized 
world and the orient. 

Several species of the fungus are 
shown under microscopes at the ex- 
position. Some resemble berry bush- 
es; others look like reeds. Labora- 
tory tests show that they can grow 
on wool, feathers, many articles of 
clothing and even on shoe leather. 
In Weidman’s laboratory this fungus 
has been kept in paper envelopes 
for 433 days and at the end of that 
period was still alive, ready to grow. 

Origin Not Identified. 

° The origin of the fungus in nature 
has not been identified. Apparently 
it is widespread, for monkeys have 
it quite commonly. It has been found 
growing upon straw. 

“The toe cases are probably ac- 
quired in bathrooms,” Weidman 
states. “The highly strung man of 

.| affairs who perspires readily is much 

.| More predisposed than the phleg- 
matte laborer.” 

The fungus is most easily caught] 
by ‘persons in the twenties. After 
that in decreasing order come the 
thirties, forties, fifties and the teens. 
Even babies get it and also old folks 
in the eighties. It is worst in the 
hot months of June, July and August 
and more persistent on toes than 
elsewhere, because toes furnish a 


moist, warm place to grow. a 
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D© Scholls 
SOLVEX 


is a most effective remedy for “Athlete’s Foot.” It is formulated 
to relieve the intense itching, kill the fungi and aid in healing 
the red, cracked or blistered skin. Being a fungicide its use 
prevents “Athlete’s Foot.” Not a “cure all” but made espe- 
cially for treatment of ‘“‘Athlete’s Foot.” 

Profit by the increasing prevalence of this skin infection by 
recommending this safe, tested remedy. Keep it displayed in 
your windows and on your counters. 


NATIONALLY ADVERTISED 


in the daily newspapers and in such lead- 
ing magazines as The Saturday Evening 
Post, American Weekly, Collier's, Literary 
Digest, American Golfer, Life, Judge, 
American Magazine and Time. 
Wholesale, per doz.....$8.00 
Retail, per jar 1.00 
Wholesale, per doz..... 4.00 


a Retail, per jar 


Sell the COMPLETE Treatment 


Dr. Scholl's Bromidrosis Powder is excellent for keeping the feet dry, which 
is very essential in the treatment of “Athlete’s Foot” and preventing 
infection. 

Wholesale, per dozen Retail, per can 

Dr. Scholl's Medicated Soap for cleansing the feet and as an aid in destroy- 
ing the germs. 

Wholesale, per dozen Retail, per cake 

Dr. Scholl’s Shoe Deodorizer and Sterilizer is a special preparation for pre- 
venting reinfection of “Athlete’s Foot” from shoes or slippers. Sprayed 
inside of shoes it destroys bacteria and fungi spores of “Athlete’s Foot.” 
Spray attachment packed with each bottle. 
Wholesale, per dozen 


MAIL THIS COUPON NOW 


THE SCHOLL MFG. CO., Inc. 
213 W. Schiller St., Chicago 
62 W. 14th St., New York City 


Retail, per bottle 


Gentlemen: Please ship .... -doz. Solvex at $4.00 doz.; 


cssssssseeeeee-GOZ. SOlvex at $8.00 doz.; .. doz. Bromidrosis 


Powder; doz. Medicated Soap: 


Deodorizer and Sterilizer. 


Name ...... Address... 








City State 


When writing advertisers please mention Boot and Shoe Recorder 
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Ordinary insole 


, FA last designed for 
use with ether 


type of insole 


Saddle insole 


Look for this stamp 

on all shoes made 

on “Down to the 
Wood” lasts. 


The last shown above is made to accommodate both 
ordinary and saddle types of innersoles. 


Shoes made on “Down to the Wood” lasts are snug 
at the shank and give the wearer the very desirable 
advantage of a comfortable fit. Many leading retailers 
endorse this important contribution to good shoemaking. 


Manufacturers can procure these lasts or have their 
present lasts made over at any of our eight plants 
shown on the opposite page. 
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The United Last Com- 
pany operates these 
modern factories in 


eight important terri- STEWART & POTTER CO. 


BROOKLYN, N.Y. 


FITZ BROS. CO. 
Tne eae tories. Its facilities for 


style and service are 
constantly available 
to the shoe manufac 


turing industry. 


UNITED LAST CO. AN \ (LP KRENTLER BROS. CO. 


BROCKTON, MASS. ST, LOUIS, MO. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


UNITED LAST CO., LTD. EMPIRE LAST WORKS 
MONTREAL, P. Q. ROCHESTER, N. Y. 


OE 
WPA STE PILI 
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NATIONAL SHOE 


"An Association Serving the Best Interests of the Retail Shoe Trade and the Industry in its Entirety"’ 





FOUNDED 1912 





Shoe Sales 


Have Always Been 
Prestige Wreckers 


Tue entire shoe industry, including every 
branch of it, is fast becoming aware of the 
fact that exaggerated and unnecessary shoe 
sale claims are the industry’s greatest 
menace. Therefore, the National Shoe Re- 
tailers Association is receiving the support 
of every branch of the industry for its plan 
to eliminate mid-season sales. 

In New York City practically every de- 
partment store, chain store operators, and 
all the more prominent exclusive shoe retail 
shops are in favor of the plan. 

The distributor of shoddy merchandise who 
is to be found among all three branches of 
distribut‘on, department store, chain and ex- 
clusive shoe store operators, who is unable 
to market his merchandise at its true value 
and on its merits, is the only objector of 
the plan. 

The Merchants Association of New York 
is in favor of this plan and we hope to in- 
terest every Better Bus‘ness Bureau in the 
United States. City, State and reg’onal shoe 
retailers associations are unanimously in 
favor of our attack on ruthless sales, as it 
is the tool for chisellers and clearance 
promotors to undermine the quality structure 
of the entire industry. 

“Shoe sales have always been prestige 
wreckers.” 

We call on every reta‘ler of shoes in the 
United States for his active support in 
sponsoring this plan in his community. We 
trust that those who believe in the plan will 
live up to it and will not be influenced by 
the few who w'll not play ball. 

We suggest that when misstatements are 
made in advertising copy that appears in the 
press or in shoe store windows by retailers. 
that you, as a shoe retailer, immediately take 
the matter up with your Better Busness 
Bureau or Chamber of Commerce and with 
the newspaper in question. 

Don’t wait for the other fellow to act. 
You personally owe something to the con- 
sumer and to the industry of which you are 
a part. 

We feel that if this plan of attack is gen- 
erally followed and if all those who are en- 
deavoring to do an honest job will assist in 
helping to eliminate exaggerated claims, 
much of our mutual desires in the best in- 
terests of all concerned, including the con- 
sumer, will be accomplished. 

In addressing the National Association of 
Retail Grocers, General Hugh S. Johnson 
said in referring to one of their problems: 
“I would draw up a program, and a power- 
[CONTINUED ON PAGE 39, LAST COLUMN] 


Shoe Style Symposium 


Presentation of the Fashion Influence of Paris, New York and 
Hollywood to Be Feature of Style Conference at Waldorf- 
Astoria Hotel, New York, September 9th and 10th 


THREE buying centers today vie with each other to take the lead in the 
fashion world—Paris, New York, Hollywood. 

Probably they do not like to use the word “dominate,” but that is the 
unspoken ambition of each. We do not know whether we are on the verge 
of a change in fashion leadership, but the fact burns today and rivalry has 
produced the finest and most sensible styles ever in existence. 

Paris ho'ds our interest as the first step in style. Skillful manipulation 
and projection of ideas in dresses has made Paris the style center of the 
world for Milady’s clothes. 

New York adjusts these Parisian styles to the American mode of living. 
Our own creative American designers are constantly bringing out American 
insp:red garments at the same time they are Americanizing Parisian styles. 
New York artists in fashion work hand in hand with Paris artists in fashion. 
on garments and footwear. 

Now comes the lusty voice of Hollywood, backed by the best talent they 
can buy in any part of the world. Now Hollywood is designing garments 
for the masses, for the classes and for the individuals.* The fashions on the 
screen have their influence. 

The influence and relation of these fashion centers on shoe styles will 
be presented by the National Shoe Retailers Association at the Style Con. 
ference at the Waldorf-Astoria Hotel in New York, on September 9 and 10. 
Leaders in fashion from these three creative centers will participate. 

These forecasts of the coordination of shoe styles with the garment 
industry for the Spring and Summer of 1936 are the first prognostications 
of style to the shoe and garment trades. This symposium will form a clear 
picture on the specific roles played by the fashion centers—and will be of 
great importance to all shoemen, apparel merchants, women of fashion and 
the consumer generally. 

JOHN J. HOLDEN, Manager. 








firmative by 78 per cent and in the nega- 
tive by 22 per cent. 

“2. From your contact with people in 
your community do you feel that there is a 
greater demand for vocational training, 
especially in business, than existed five 
years ago, and a greater demand that em- 
ployees be thoroughly trained?” 

To this question 94 per cent answered 


More Confidence for Future 


LaSalle Extension University, Chicago, 
Ill., recently sent out several hundred ques- 
tionna‘res to their members in each state 
in the Union, on the business outlook. 

Two of the questions asked and result 
of replies are as follows: 

“1, Frém the impressions you gathered 
from people in your community and not 









from publications, do you sense a feeling 
of confidence that conditions are materially 
improving in business?” 

This question was answered in the af- 


“Yes” and 6 per cent answered “No.” 
The consumer is undoubtedly go‘ng to 

demand better standards of quality, fit and 

service with the coming of better times. 
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RETAILERS ASSOCIATION 


SERVICE CENTER 
274 Madison Avenue 
New York, N. Y. 


News Bulletin 


JOHN J. HOLDEN 
Manager 





Active in Style Conference 


THOMAS F. CALLAHAN 
B. Altman & Co. 
New York 


L. F. TUFFLY 
Krupp & Tuffly, 


Houston, Tex. 


MURRAY SCHOTT 
Grossman's 
New York 


Four prominent leaders in the retail shoe trade 
who have devoted much time and effort to plan- 
ning and preparation for the coming style con- 
ference, and to previous meetings of a similar 
nature. The success of the style conference, and 
the value of its reports to the industry at large, 
rests in a great measure on the fact that scores 
of leading merchants throughout the country 
contribute their ideas and practical knowledge 
to the important fact finding process which pre- 
cedes the actual preparation of the reports. 
Thus the program that is finally adopted by the 
conference reflects the best thought of the 
industry. 


JOSEPH MICHAELS 
Saks-34th St. 


New York 








How to Take Advantage of Reduced Fares 


1. Tickets at the regular one-way tariff fare for the going journey must be obtained 
on any one of the following dates (but not on any other date) : September 5-10 inclusive. 

Be sure that, when purchasing your going ticket, you request a Certificate Plan 
CERTIFICATE from ticket agent. Do not make the mistake of asking for a “receipt.” 

2. Present yourself at the railroad station for ticket and certificate at least thirty 
minutes before departure of train on which you begin your journey. 

3. Certificates are not kept at all stations. It is suggested that you inquire at your 
home station and ascertain whether or not agent can issue through ticket and certificate 
to place of meeting. If not, the agent will inform you of the nearest station at which 
they can be obtained. In such case, you should purchase a local ticket to the station 
which has certificates in stock and from there buy a through ticket to place of meeting 
and at the same time ask for and secure a “Certificate Plan” certificate. 

4. Immediately on your arrival at the Waldorf-Astoria Hotel, New York, present your 
certificate to the endorsing officer, John J. Holden, Manager, National Shoe Retailers 
Association, as the reduced fare for the return journey will not apply unless the certificate 
is properly endorsed by h'm and validated by a Railroad Special Agent as provided 
for by the certificate. Certificates presented must aggregate 100 to make reduced rate 
effective. 





The matters discussed on these pages are solely the expression of the National Shoe 
Retailers Association 


Shoe Sales 


[CONTINUED FROM PAGE 38, FIRST COLUMN | 


ful private code and get the endorsement of 
every decent retailer in the trade. I would 
find some way ... to pillory any cheater in 
the eyes of the public opinion.” We propose 
to take his advice with regard to “shoe sale” 
claims. 

Don’t let these “prestige wreckers” dictate 
your selling policy, as many “sales” are pro- 
moted by false statements and partial truths 
—and remember there is no profit in a 
legitimate “sale.” The regular sale cus- 
tomer is anybody’s customer—let the other 
fellow have her. 

* * & 


1T COSTS MONEY TO DO BUSINESS 


A retailer may fool himself by failing to 
charge all his expenses into his cost of do- 
ing business, but his expenses must come 
out of his gross markup just the same. 


*. * * 


It has frequently been stated that the 
small exclusive shoe retail operator is in- 
efficient. We do not agree with this state- 
ment, generally speaking, but we do believe 
that there are some in all distributing 
branches of the industry that should analyze 
their capabilities and there are many who 
should have others more qualified than them- 
selves to assist them’ with making this 
analysis, 








Reduced Railroad Fares 
to Style Session 


Your Association has made 
arrangements with all railroads 
for a reduction in fares to all 
members who are coming to the 
Style Conference, at the Wal- 
dorf-Astoria Hotel on Septem- 
ber 9th and 10th, 1935. 

The round trip fare costs one 
and one-third the amount of 
your one-way ticket. 

Get your validation certifi- 
cate from your Ticket Agent in 
your city at the time you pur- 
chase your one-way ticket to 


New York. 
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To be smartly dressed, to wear shoes that harmonize with her 
ensemble, to always give a distinctive fashionable appearance 
at all times is her creed. 


SHE may .be a business woman, in which case smartness is 
essential, or if SHE is a young modern, a part of the everyday 
social whirl, SHE will demand the newest in style and materials. 
Offer her Tupper Footwear—Designed For Gracious Living— 
SHE will become a valuable customer because SHE will know 


that Tupper Footwear is the essence of quality, style and 
good taste. 


And always remember—Merchants who feature Tupper Foot- 
wear are safely building business and earning better profits. 


TUPPER, INCORPORATED 


352 FOURTH AVE. NEW YORK CITY 
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WHAT'S DOING IN THE SHOE TRADE 


SATURDAY. AUGUST 31, 1935 


NATIONAL NEWS 





Would Examine Children’s Feet 


Podiatrists Adopt Progressive Program at Convention in Louisville 
—Records Show Foot Defects Widely Prevalent 


LouISvILLE, Ky.—At the annual con- 
vention of the National Association of 
Chiropodists-Podiatrists, held in Louis- 
ville recently, the House of Delegates 
of the affiliated state societies went on 
record unanimously to inaugurate at 
once a program which calls for the 
examination of the feet of school chil- 
dren throughout the country. Mem- 
bers of the association especially quali- 
fied in the care and treatment of chil- 
dren’s feet will be made available to 
conduct these examinations without 
cost to school departments or others. 
The work will include the examination 
of feet and the recommendation of the 
proper shoes for the child inasmuch as 
most children’s foot ills can be cor- 
rected in their early stages by recom- 
mending the correct shoe. 

Records of the association disclose 
65 per cent of the boys and 80 per cent 
of the girls of school age show marked 
foot defects. These figures are from 
surveys conducted throughout the 
country. 

The resolution calling for periodical 
examination of the feet of school chil- 
dren was presented by Dr. Joseph 
Lelyveld, delegate from the Massa- 
chusetts Podiatry Association, and a 
former president of the National As- 
sociation. This brings to a head a 
program for the examination of the 
feet of school children which was orig- 
inally inaugurated about 15 years ago 
in Boston by Dr. Lelyveld and sup- 
plemented in New York, New Jersey, 
Chicago, Minneapolis, St. Paul, and 
Los Angeles. 

The convention also went on record 
as unanimously disapproving the pay- 
ment of commissions for the prescrip- 
tion of shoes. The executives pointed 
out that the foot doctor receives a 
legitimate fee in treating his patient 
and any additional commission for 
prescribing certain makes of shoes is 
decidedly an unsound and unfair prac- 
tice. The treating of feet in shoe 





DATES TO REMEMBER 


Spring Styles Conference, National Shoe 
Retaile- Association, Waldorf Astoria 
a eae. Sept. 9, 

National Leather Opening, Tanners’ Coun- 
cil + America, Waldorf Astoria Hotel, 

WU occ et ior ara an es Sept. 

New York State Shoe Retailers Associa- 
tion Convention, Onondaga Hotel, 
Syracuse Sept. 22, 23, 24 

Shoe Fashion Guild Spring Style Showing 
Waldorf-Astoria Hotel, N. Y., 

Nov. 18, 19, 20, 1935 

National Shoe Fair and Joint Convention, 
National Shoe Retailers Association 
and National Boot & Shoe Manufac- 
turers Association, Chicago, 

Jan. 6, 7, 8, 9, 1936 

Michigan Retail Shoe Dealers Association 
Convention, Detroit...Jan. 12-13-14, 1936 

Indiana Shoe Buyers Week, Indianapolis, 

Jan. 26, 27, 28, 1936 

Middle Atlantic Shoe Retailers Associa- 
tion 22nd Annual Business Meeting and 
Exhibition, Hotel Adelphia, Phila- 


delphia ............ Feb. 10, 11, 12, 1936 





stores was also denounced as was the 
sale of shoes in doctors’ offices. Mem- 
bers of the association were urged to 
confine their activities to the treatment 
of feet and let the ethical shoe store 
handle the fitting of shoes. 

A special motion picture film which 
will be available to shoe retailers as- 
sociation, was given a pre-view. Over 
20 exhibits of health shoes were on 
display in the technical exhibit hall 
throughout the convention. 


Awarded Bid for 
Welfare Shoes 


RocHESTER, N. Y.— The Endicott- 
Johnson Corporation were awarded the 
bid for supplying the welfare depart- 
ment of the city of Rochester with 
35,700 pairs of shoes, Purchasing Agent 


John G. Schreiner announced this 
week. The cost of these shoes will 
amount to $51,785, ranging in prices 
from 80 cents per pair for infants to 
$1.60 for adults. 


Cuts 1,000 Pairs of "Down 
to the Wood" Lasts Daily 


BostoN—An interesting step is tak- 
ing place in the improvement of good 
shoemaking. In order not to delay the 
factory production while lasts are being 
changed or made over the “Down to 
the Wood” feature, a machine that will 
cut 1000 pairs of lasts a day, has been 
made by the United Shoe Machinery 
Corporation of Beverly, Mass. 

These machines have thir own motor 
and can be plugged into an ordinary 
electric light socket. It is possible to 
sect up as many machines as needed. In 
some factories as many as 30,000 pairs 
of lasts will be made over. 

New lasts are also being made with 
the “Down to the Wood” feature. 


Lynn Shoe School Reopens 


LYNN, Mass.—The Lynn Shoe School 
will start its day sessions Monday, 
Sept. 9, and its evening sessions Mon- 
day, Oct. 14, for instructions in shoe- 
making by the actual operation of ma- 
chines. The school is now in its 15th 
year. Usually more shoemakers apply 
for instructions than can be accom- 
modated. M. J. Tracey is director of 
the school. 


Plans to Enlarge Store 


BALTIMORE, Mp.—Ernest J. Condon, 
operating Condon’s Shoe Shop at 3210 
Greenmount Avenue, plans shortly to 
remodel and enlarge his establishment, 
including erection of a rear addition. 
This is the second remodeling and en- 
largement of this establishment within 
the past year or so, thereby indicating 
the growth and progress of Condon’s 
shoe business in the ever-growing and 
thriving Waverly business section of 
Baltimore. 
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Make the school bell 


R-1-N-G 


your CASH REGISTER? 





j ies are big profits in store for you this 
Fall with a line of Kirkendall Military 
Boots. Year after year these boots are the 
choice of R.O.T.C. men in hundreds of col- 
leges and universities throughout the 
country. Popular on the campus... de- 
manded by those who ride. Many out- 
standing features: smart, stylish, made of 
selected leathers, form fitted legs. Prices 
that mean volume. Put these boots to work 
for you now. Their “eye-appeal” means 
“sales on sight” . . . their wearing quality 
insures customer satisfaction. Get your 
share of this Fall business by stocking and 
displaying Kirkendall’s Military Boots. 


Kirkendall’s 


Officers’ Dress Boots 
and Officers’ Field Boots 


Offered in a wide variety of 
styles and range of prices in 
both the Officers’) Dress and 
. Officers’ Field Boots.. Remem- 
ber Kirkendall’s leadership in 
style, quality and workmanship 
is the result of specialization. 
We make boots exclusively. 
Profit by the experience of this 
organization of specialists. Our 
large floor stock at your com- 
mand is constantly maintained 
from our own factory. Kirken- 
dall is the house of quality ... 
the house of service. 
























KIRKENDALL 


yi BOOT COMPANY 
kp) OMAHA,NEBRASKA 
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Fine Foot Comfort Shop 
in Pasadena 


OnE of the largest and most attractive foot comfort 
shops in the Los Angeles area, surely one of the most 
richly appointed, has been opened in Pasadena at 461 
East Colorado Street by Mrs. J. C. Gilbert, who, with 
her husband, has operated Gilbert’s Bootery at Fuller- 
ton, California, for several years. 

Artistic effects have been achieved in the salon of 
the shop, a salon nearly one hundred feet deep, by 
building all booths and all partitions both on the main 








Interior of new Gilbert Foot Comfort Shop in Pasadena 


floor and above at the front of the mezzanine of solid 
dark walnut relieved with a modern trim in a lighter 
toned wood. The wood combination and color scheme, 
indeed, have been carried further than that, for desks, 
tables, mirror frames, and balustrade posts have been 
given the same treatment. Various other chairs and 
davenports, both in reed and in upholstered effects, 
have been chosen to match perfectly with the general 
color scheme. 

The carpets of the shop are in sage green broadloom, 
and antique lanterns hung gracefully at the balustrade 
posts lend another quaint touch. The location of the 
mezzanine, with the carpeted stairway leading to it 
at the rear, gives the shop the appearance of greater 
length than it actually possesses. The two main booths, 
each built of walnut, are so placed as to break the long 
line and relieve stiffness and yet so carefully spaced, 
one farther toward the front than the other, and one 
on either side of the room, so as not to give the effect 
of a partition or to divide the room into two rooms. 
A settled principle of Mrs. Gilbert is always to have 
bouquets of flowers in the room and ferns in the window. 


Windows Are Used 
“Sixty per cent of all our customers,” says Mrs. Gil- 
bert, “are first attracted into the shop by the windows. 
The most effective way of using windows in this type 
of shop is first of all to have animated window pieces 
to stop the passers-by. The next thing is to have plenty 
of attractive educational illustrations surrounded with 
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an abundance of reading matter. You must hold the 
passer-by for several minutes and give him, or her, a 
new worthwhile slant on foot comfort. The reading 
matter is changed once a week. 
“In the short time this shop has been open we have 
given service to people from half the states in the 
Union and have serviced shoes for people who live as 
far away as New York City. People who have been 
here and gone home to other states have sent us cus- 
tomers by telling friends about us. I credit the win- 
dows with making decidedly more than half of the 
nucleus contacts. We have customers now coming from 
the city of Mexico! | 
“The attractiveness of the interior is another big | TIRELESS TREAD FEATURES 
drawing card, and it would do little good to have 
drawing windows with an interior that would not 
back them up. 
“The scientific fitting and long-time shoe servicing 
that we offer are sufficiently complete to back up both | ALETA In Stock 
the windows and the store interior.” | No. 216—Black Kid, Stripping to Match, 


Nothing to Sell But Sh Grey Fancy Stitch 
» ellen — No. 316—Brown Kid, Stripping to Match, 


The Gilbert’s Foot Comfort Shop has nothing to sell | Beige Fancy Stitch 
but shoes! The average price is $12.50. The cus- | 150 Last, 16/8 Continental covered heel. 
tomer, however, is entitled to have his shoes “serviced” Se gay See 
as long as such “servicing” is needed. This system $ ' 
brings him back again and again at no additional cost. | = RETAILERS..WITH A POSITIVE PROFIT 
Mrs. Gilbert, as well as her husband and U. G. Barn- | 
house, professional fitter at the shop, are all graduates JU QGE-MONTGOMERY CO. Ine. 
of the Scholl Orthopedic Training School at Chicago, FRANKFORT KENTUCKY 
while Mrs. Gilbert is also a graduate of the American | 
School of Orthopedics. A nurse is always in atten- 
dance at the shop which already numbers among its 
patrons many of the very leading families of the city 
and neighboring residential suburbs. 


The Editor's Outlook 


[CONTINUED FROM PAGE 34] 





the better; but the important thing is to determine the 
psychological reason for public demand or refusal. 
There can be no set plan nor formula for design. Each 
product carries its own individual problem, and no two 
are ever exactly alike. 
So, in this progressive movement forward of styles 

to eventual fit into the current of fashion, there is both Shep the Mar- 
opportunity and failure. The opportunity comes in bridge Building — 
knowing the reason for fashion and the possibilities of tenes. 
public approval. 

Under one roof . the showrooms 
of the shoe industry's leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 


New Buyer s emart in the shoe world. 


The coming season’s outstanding 
Santa Ana, Catir.—New managers and buyers re- shoe styles are on display now at 
ow 


cently arriving in Santa Ana include C. C. Skinner, “. nike wemmente, af ithe 
who succeeds H. R. Burns as manager of Kirby’s Shoe come and se'enam beter you buy 
Store at 117 East 4th Street, and H. Hammerman, who ao 
succeeds Claude Thurman as manager for Montgomery 

Ward and Company. Mr. Burns has gone to Bakers- 1528 B ROADWAY sas NEW YORK 
field to take charge of Kirby’s Shoe Store in that city. 


end) 
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. Men's and Women's | 
Slippers | 


a i i i ei i eee 


EVANS’ SLIPPERS 
Hand Turned, Cement 
A or Padded Sole 





—™ 


For Men, Women, Children 
77 Styles in Stock 


A Send for Catalog 
No. 1605, 
Padded sole 


opera 

Tan and Black, 
6-12 D. 
$1.25 






2222223232339 


A L. B. EVANS’ SON CO. 
Wakefield, Mass. 





il 
| 


Shoe Shrinker | 


OO Oe | 
| 

The Original 
SHOE SHRINKER 
The Shee Doctor 


Pat. No. 1990142 
with 


Prepared Fluid | 
Shrinks Leather or Fabric 
Shoes Perfectly. Makes 
Sales. Stops Refunds. 
Makes a Perfect Fit to 
Shoes That Slip at the 
Heels or Gap at Sides. | 

| 












$15.00 


Guaranteed One Year ate. 
Write for More Information 


E. C. SMELTZER CO. 
121 E. Gist St., Indianapolis, Ind. 


Simple and Easy to Oper- 





Seton Foreign Agents 
Visiting Here 

NEWARK, N. J.—Theodore Fournier, 
French representative for the Seton 
Leather Co., of Newark, N. J., noted 
tanners of patent leather and buck 
sides, arrived from Paris on Aug 19 
aboard the S. S. Normandie. M. Four- 
nier spent several days at the Seton 
tannery in conference with the execu- 
tives and stated that patent leather 
is having a significant increase in 
usage throughout all departments of 
feminine dress on the other side and 
looks forward to pronounced fashion 
importance for this leather. 

Percy Crockett, English agent for 
the Seton Leather Co., arrived recently 
from Leicester and will remain in the 
metropolis to attend the Official Open- 
ing of the American Leathers at the 
Waldorf on September 9 and 10. 








* 


Buffalo Shoe Men Hold 
Memorable Outing 


BuFFALo, N. Y.—August 14 was a 
day that will be long remembered in 
local shoe annals as the day of the 
26th annual stag outing and field day 
of the Buffalo Shoe Retailers Associ- 
ation at the Orioles Patrol Home. The 
event attracted the largest number of 
retailers in the long history of these 
outings and drew some shoe retailers 
and travelers from as far away as 
Rochester. 





Harry J. Deters, chairman of the out- 
ing, and George Schaetzer, treasurer 
of the association, were the first to 
arrive at the Orioles’ Patrol Home for 
the Buffalo shoe retailers’ outing. 


The party started shortly before 
noon and wound up late at night. There 
was plenty to eat and drink, a variety 
of games and sports to suit every taste 
and an excellent floor show. 

The most outstanding event of the 
afternoon was a soft ball game be- 
tween the retailers and the travelers. 
Usually soft ball games between busi- 
ness men last for only seven innings, 
more often five. This game went the 
full nine innings and then it was nec- 
essary to play two more to decide the 
fray, 15 to 14, in favor of the retailers. 

Jacob Servas of Rochester was the 
first member of that delegation to ap- 
pear. He has attended these outings 
for many years. Robert Leighton, trav- 
eler for the General Shoe Corporation, 
made a flying trip from Plattsburg 
in five hours and ten minutes in order 
to arrive in time for the outing. 

Harry J. Deters, chairman, whose 
hard work made such an outstanding 
success of the party, was the first to 
appear to welcome the travelers and 
retailers, accompanied by George 
Schaetzer, treasurer of the association, 
who had charge of the tickets. Others 
having charge of the various features 
were Edward Schellerman, refresh- 
ments; Benjamin Etkin, sports; George 
Seifert, president of the association, 
prizes, and Edward Lauck, floor show. 
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Tickets were sold by Oliver: Lareau, 
Robert Holmes, Jacob Jacobs, M. San- 
tercole, C. I. Lanich, B. J. Thome, 
George Seifert, Men’s Smart Shop, 
William Goldback and Edward Schel- 
lerman. 

A large number of city and county 
officials attended the party and mingled 
with the travelers and retailers. 

The prize for being the oldest re- 
tailer in attendance went to August 
Schmidt, who reached his 75th mile- 
stone on the day of the outing. He had 
a close competitor in Christ Schenker. 

Door prizes were won by George 
Cook, George Kenney, Gus Kushman 
of Rochester, Frank Sieckrider and 
Frank Baitz. 


U. S. Buys Big Lot 
of Service Shoes 


Boston, Mass.—Orders for army 
service shoes totaling $1,412,170.50 
were placed by the Boston Quarter- 
master Depot here on Aug. 23. These 
are intended for the use of the Civilian 
Conservation Corps, and are described 
in a press release as being of the “modi- 
fied service type, with full middlesole 
and rubber heel.” 

By far the largest lot, in the face of 
spirited competition, was awarded to 
the Endicott-Johnson Corporation of 
Johnson City, N. Y., which was given 
an order to make 324,300 pairs at a 
price per pair of $2.515. The next 
largest lot went to the Joseph M. Her- 
man Shoe Co., of Millis, Mass., which 
company will make two lots, one of 
150,000 pairs at $2.479, and a smaller 
lot of 33,200 at $2.58. The R. P. Haz- 
zard Company of Gardiner, Me., re- 
ceived an award of 35,000 pairs at a 
price of $2.51 per pair, and the Chip- 
pewa Shoe Manufacturing Company of 
Chippewa Falls, Wis., will make 20,000 
pairs at $2.56 per pair. 


Annual Meeting of 
Advertisers Association 


ATLANTIC City, N. J.—The 26th an- 
nual meeting of the Association of Na- 
tional Advertisers will be held at the 
Ambassador Hotel, Atlantic City, N. 
J., on Oct. 27, 28, 29 and 30, 1935, ac- 
cording to an announcement made by 
Harold Thomas, vice-president of The 
Centaur Company, and chairman of 
the Program Committee of the A.N.A. 

The association is made up of manu- 
facturers who are buyers of advertis- 
ing and who spend some $300,000,000 
a year in all forms of advertising 
media. 


Footwear Concern Moves 


JERSEY City, N. J.—The Continental 
Footwear Corporation, formerly located 
in Passaic, N. J., has moved its en- 
tire organization to Jersey City where 
it is located at 310 to 314 Ninth 
Street, occupying the entire building at 
that location. 
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A. J. Roder, display manager of the William H. Block Co., Indianapolis, Ind., was 

awarded the championship prize bestowed, by the International Association of Display 

Men at the annual convention of the organization in St. Louis, Mo. The window shows a 
display of Selby footwear. It was awarded first prize in the footwear display. 





Planning Fall Window Promotions 


Now Is the Time to Lay Out a Schedule of Well Timed Displays to 
Carry Through the Season 


Every alert and enterprising shoe 
merchant, at this season of the year, is 
giving careful thought to his window 
displays, for windows play a supreme- 
ly important role in the promotion and 
selling of the new season’s shoes. There- 
fore it is essential, at the beginning of 
a selling season, to develop a carefully 
thought-out plan of window promotion 
to carry through the coming weeks. 
And in view of the fact that this is a 
season that holds out high hopes for 
better business, most retailers are striv- 
ing harder than ever to develop promo- 
tion plans which will produce tangible 
results in increased sales and enable 
them to obtain their share of the in- 
crease that everybody anticipates. 
First, Fall windows are already an 
accomplished fact, and retailers who 
realize the importance of looking ahead 


and planning ahead have doubtless 
mapped out a program that will carry 
them well on into the season. The 
theme-song for the current merchan- 
dise showings is relatively easy, for it 
comes out of the season itself and out 
of the new styles that have been de- 
veloped to speed Fall selling. And sea- 
son, when all is said and done, is the 
biggest selling story that any retailer 
can have to tell, since it affords the 
greatest single, natural impetus to the 
sale of shoes at retail. A new season 
creates new desires for things that are 
new and different and affords the store 
an opportunity to feature and promote 
new merchandise on the basis of a bet- 
ter selling argument than price or mere 
utility. 

Thus far, Fall shoe windows reveal 

[TURN TO PAGE 52, PLEASE] 


Murals are being used by Sanger Bros., Dallas, Tex., as settings for the shoe street window 


displays. 


"This both dramatizes the shoes and adds so much life to the window that we 


can use more than the usual number of shoes without a crowded appearance," said E. Van 
Johnson, window display manager. Clyde Mays is the shoe buyer. 
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(INVESTIGATE 


The NATURE STUDY shoe, “the 
most sought for flexible arch oxford 
of our day.” 


THE 
NATURE STUDY 
OXFORD 


Discover why dealers 
selling these original ox- 
fords meet with immedi- 
ate success, while com- 
petitors in the same cities 
find shoes of a similar 
pattern to be slow mov- 
ers. 


Why is it that there 
seems to be no saturation 
point in the sale of 
Nature Study oxfords? 


What brings a smart 
young lady for her sixth, 
seventh or eighth pair of 
the same oxford, in the 
same staple style and pat- 
tern? 


The patented features of 
the original Nature Study 
oxford may mean the dif- 
ference between success 
and failure for you in 
this tremendous field. 


We also manufacture Clara Barton nurse 
oxfords, Acrobat children’s shoes and 
Balancer shoes. 


CD en | 


: A post card will bring full details } 


ACROBAT SHOES 


Incorporated 


Dept. 3 FARIBAULT, MINNESOTA 
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Dancing and Bowling Shoes 
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We carry everything 

in dancing shoes, alse 

a complete line of 
shoes. 


Buy a Nationally Known Brand 
bowling 


Write for price list. é 


ROVICK THEATRICAL SHOE 
Manufacturers 325 W. Madison St., Chicago, im. 
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Bowling Shoes 


BOWLING SHOES 


PRICE 
ive Women’s a 
85 $2.25 
Combination rg 
Right Feet 
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Women's Shoes 
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KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 


i” STOCK 


We, 202 Black 
Kid $2.00 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
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Shoe Trees 
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QUICK PROFIT ITEM- “50 


SIMPLEX SHOE TREES r 


SELF ADJUSTING |) 
Squeeze 
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w guia ane 
SHOE TREE 5 CO. 





John Riley Transferred 


NEw YorK—John J. Riley, vice- 


president of Richard Young Co., leather 
merchants, is now making his head- 
quarters at the New York office, hav- 


ing transferred from the Boston office. 
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George Miller Returns 
from Abroad 
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GEORGE MILLER 


New York—George Miller, president of 
|. Miller & Sons, Inc., returned from Europe, 
Tuesday, August 27, on the Ile de France. 
He has completed an extended fashion sur- 
vey on the continent, and has attended all 
the fashion openings in Paris. 












HAND CRAFT LEVELING ... 
The hand craftsman makes every shoe an 


individual study. With banner and cub 
stick he makes sure that the sole will tread 


of machine 
ny of the quality features hand shoe 
making. HA styles in-stock to retail from 


| HAND CRAFT the CHARACTER Touch in Footwear 
COLE ROOD and HAAN 
Manufacturers of Men’s Exclusive Fine Footwear 
CHICAGO, ILLINOIS 





Caulk Welting Patent Awarded 


BROCKTON, Mass.—Barbour Welting 
Company, of Brockton, Mass., has :re- 
ceived United States patent No. 2,011,- 
958, granted Aug. 20, 1935, on an ap- 
plication of William C. Vizard of 
Brockton, on an entirely new one-piece 
caulk welting. The patent has 17 
claims protecting the welting and its 
method of manufacture and also its use 
in both nailed and welt shoes. 

Ten of the claims of this patent were 
the subject of a protracted controversy 
in the United States Patent Office to 
determine whether Vizard or Lloyd F. 
Plummer of Brockton, Mass., was the 
first inventor of this novel caulk welt- 
ing. The parties in interest were Bar- 
bour Welting Company, to whom Viz- 
ard had assigned his invention, and 
V. & F. W. Filoon Company of Brock- 
ton, Mass., to whom Plummer had 
given a license under his patent appli- 
cations to manufacture his conception 
of the one-piece caulk welting. 

The first decision in the Patent Office 
was that Vizard was the first inventor 
and entitled to all of the claims in 
controversy and this decision was af- 
firmed by the Patent Office Board of 
Appeals. These concurrent decisions 
in the Patent Office, an appeal to the 
Court of Customs and Patent Appeals 
at Washington not having been prose- 
cuted, awarded the patent to Barbour 
Welting Company and determine defi- 
nitely and finally that Plummer was 





not the first inventor of this novel 
vaulk welting. 

The effect of these decisions is that 
Barbour Welting Company now has ex- 
clusive property in the patented claims 
covering one-piece caulk welting of. the 
types previously manufactured and sold 
by both the Barbour and the Filoon 
companies. 

Other ways in which one-piece caulk 
welting may be manufactured, all pro- 
tected by claims of the Vizard patent 
on which the Filoon Company was de- 
feated, are described in the Barbour 
Welting Company patents Nos. 2,011,- 
959, 2,011,960 and 2,011,961 also 
granted Aug. 20, 1935, on applications 
of William C. Vizard. 


Lease Shoe Department 


BUFFALO, N. Y.—The Allied Shoe Co. 
of Boston, Mass., has taken over the 
operation of the leased shoe department 
in the women’s specialty shop of 
Given’s, Inc., it was made known by 
Isaac S. Given, president of the Main 
Street store. William Friedman, who 
formerly managed the Allied Shoe Com- 
pany’s leased shoe department in the 
specialty shop at Eaton’s, Inc., will be 
the manager of the new department in 
Given’s, Inc. Heretofore the Wohl 
Shoe Co. of St. Louis operated the 


leased footwear shop in the Given’s 


store. 
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Well Known Ball Team on Coast — EK XOrQ 


Los Angeles, Calif.—The Karl Baseball Team, organized by Karl Shoe Stores, 
Ltd., of Los Angeles, which, although well known on the coast, aspires to be 


known throughout the United States. 


The Karl Shoe Stores were started a few years ago by P. Karl, in Los Angeles, 
and through Mr. Karl's efforts the concern has grown into one of the larger 
shoe concerns on the coast, with stores as far north as Seattle. 





Employees Receive 
Pay on Holiday 


RocHEester, N. Y.— The Endicott- 
Johnson Corporation have announced 
to their employees that Labor Day, 
Sept. 2, being a national holiday, when 
the tanneries and factories will close 
for the day, will be considered as other 
days of the week, in respect to receiving 
their wages. 

This is the third time this year that 
the employees have received full pay 
on a holiday, and when the news 
spread about the vast area of plants 
there was general rejoicing. The pay- 
roll is $100,000 a day, making $300,000 
that the employees have received for 
paid vacations. 


Fine New Chandler Store 


NASHVILLE, TENN.—Chandler’s Boot 
Shop, 514 Church St., new and modern- 
istic, opened Saturday, Aug. 17. 
B. C. Cox is manager. The store was 
designed exclusively for Chandler’s in 
Nashville by Emil Foreman of St. 
Louis, outstanding architect. 

The front of the store is of imported 
Italian marble, the enormous show win- 
dows have a casting light system. An 
indirect tube lighting system is em- 
ployed in the lobby. Lobby floor is of 
terrazo with Chandler lettering. 

Lifelike models of women dressed in 


different eras of history of the United 


States from ante-bellum days appeared 
in the windows on opening day. The 
models were of small design. Hosiery 
and bag department is on the left at 
the entrance. Overnight cases were 
presented the opening night with each 
purchase of shoes. 

The floors are carpeted, and over 100 
chromium - plated, leather - upholstered 
chairs seat patrons. There are 400 
styles of women’s shoes, ranging in 
size to 10 and width of quadruple A to 
C. About 8000 pairs are carried in 
stock, 

Mr. Cox has been with Chandler for 
several years. After leaving the Uni- 
versity of Texas, he started as sales- 
man, for which he was specially trained 
in the city of San Antonio. W. S. 
Buchanan, assistant manager, has been 
with Chandler 10 years. He is a native 
of Franklin, Tenn. Miss Elsie Jones, 
hosiery department; Miss Maurine 
Snider, bag department, and Miss Ethel 
Cooley, manager, hosiery department, 
have been with the store some time. 

The store is two doors from the for- 
mer location. John Kelly is display 
manager. 


Move to Larger Quarters 

PERTH Amboy, N. J.—National Shoe 
Stores, which have occupied quarters at 
110 Smith Street for eight years, will 
move to a larger store, at 158 Smith 
Street, as soon as alterations are com- 


pleted. 


Profits 


ON A VERY SMALL 
INVESTMENT 











EXCEL-PAC CABINET 


The new and profitable way to sell 
shoe laces . . . a small and attractive 
cabinet, less than a foot high, modern 
in design and made of walnut. 


EXCEL-PAC Cabinet carries four dozen 
pairs of women’s and two dozen pairs 
of men’s Mitchellaces (colors optional) . 
Laces are attractively displayed yet 
absolutely protected from dust. You 
touch only the pair actually sold. 


Cabinet and laces cost you only 


82.75 


and the laces return to you $14.40. 
be refilled and used indefinitely. Cabinet ean be 
packed with laces suited to men's, women's or 
children’s shoes at proportionate prices 


Cabinet can 


If your jobber cannot supply you 
with the Excel-Pac Cabinet and 


laces, use the coupon. 


[gO 


Fiche Love f Gualily 
PORTSMOUTH, OHIO 


Ship us the above lace assortment with 


cabinet at $3.75. 
FIRM NAME 
ADDRESS 
SIGNED 
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Riding Boots 
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LARGEST 
BOOT STOCK 


in America 


Domestic and Imported 
For Immediate Delivery 
















Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CoO. 
1239 Broadway 
New York City 








a” Sor ers iS NS SE STL as | STYLES IN 
Riding, Co Conboy and and Lece Boots i) 
H. J. 1 JUSTIN & SONS, Inc. 





RIDING 
BOOTS 


IN-STOCK 
For Men, Women and 
Children — also 
Jodhpurs and Field 
Boots 





J. M. CONNELL 
SHOE CO. 


80. BRAINTREE 
MASS. Write for Catalog 








Takes Over Patent Lines 


PHILADELPHIA, Pa.—The Allied Kid 
Company has taken over from the 
Bristol Patent Leather Company the 
manufacture and sale of Sterling Pat- 
ent Kid and Sterling Patent Colt. 

For the present it plans to manufac- 
ture only the Sterling Patent Kid, but 
it has the facilities for manufacturing 
Sterling Patent Colt should the demand 
warrant it. 

The Bristol Patent Leather Company 
has turned over to the Allied Kid Com- 
pany its formulae and manufactur- 
ing processes. For the past several 
months the Allied Kid Company has 
manufactured a substantial quantity of 














* 


Sterling Patent Kid under a tentative 
arrangement and under the supervision 
of the officials of the Bristol Patent 
Leather Company. They have used, 
and will continue to use, the processes 
imparted to them by the Bristol Patent 
Leather Company. 

The Sterling leathers will be mar- 
keted by a new division of the Allied 
Kid Company to be known as the “Ster- 
ling Division” with headquarters at 327 
Arch Street, Philadelphia, and under 
the supervision of Edgar M. Loewe, who 
for twenty years has been associated 
with the Bristol Patent Leather Com- 
pany. Mr. Loewe has been elected to 
the Board of Directors of the Allied Kid 


Company. 


Thom McAn Club Holds Outing 


BROOKLYN, N. Y.—The Thom McAn 
Club of the Brooklyn district, under the 
direction of Joseph Diffley, held its 
second annual boat ride and outing, up 
the Hudson River and at Indian Point, 
Aug. 18. The entire district, with its 
families and friends, attended, bringing 
the attendance up to 300 people. 

The entertainment committee of the 
club arranged a program of athletic 
games, which proved a very amusing as 
well as interesting incident of the 
outing. 


Trade Sdeiiieien 


J. Edwards Co. Publishes 
Concentration Plan 


PHILADELPHIA, Pa.—Following recent 
release by J. Edwards & Co. of a broad- 
side announcement describing Edwards’ 
ultramodern daylight plant, a new flyer 
of the same type has just come off the 
press. This latest release—titled “Fol- 
low the Leader!”—outlines in detail a 
working plan designed to show retail- 
ers how to get a maximum of efficiency 
with a minimum stock. The plan is 
known as Edwards’ Concentration Plan 
—and should prove of great value to all 
junior shoe retailers. 

Advance information discloses the 
fact that Edwards’ new stock-styles 
catalog for the Fall-Winter season of 
1935-36 will be distributed this week. 
The catalog features the complete 
line of Edwards’ junior footwear, with 
the exception of CorecTreds, which will 
be presented in a separate catalog. 
Requests for both catalogs are invited 
and should be addressed to J. Edwards 
& Co., 314-22 N. Twelfth Street, Phila- 
delphia, Pa. 


Issues New Fall Catalog 


New YorK—Charleroy, Shoes, Inc. 
of 200 Church Street, has recently is- 
sued a catalog of its Fall in-stock 
shoes. A. D. Gottlieb and S. Kasoff, 
owners of the business, are factory 
agents and distributers for the Willits 
Shoe Company of Halifax, Pa. They 
maintain a comprehensive in-stock ser- 
vice on a quality line of children’s, 
misses’, and growing girls’ welts. 
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C. D. Kepner Celebrates 
70th Birthday 


Boston, Mass.—On Sunday, Aug. 18, 
Charles D. Kepner, founder of the C. D. 
Kepner Leather Company, celebrated 
his 70th birthday and the 53rd anni- 
versary of his entrance into the leather 
business. This more than half-century 
has been spent with one firm. 

In 1882, after graduating from a 
Boston business college, Mr. Kepner 
took a $2.00 a week job with the Gray, 
Clark & Engle Leather Company, Bos- 
ton branch of a Chicago concern. In 
1907, he and W. H. Abbott took over 
the business, continuing under the old 
firm name until 10 years later, when 
the name was changed to its present 
form, with Mr. Kepner as president 
and treasurer. 

Mr. Kepner stayed at the helm for 
many years, traveled widely through- 
out the United States and abroad, and 
built up an unusually successful busi- 
ness. Recently he has been succeeded 
in the management by two of his sons, 
L. Chase Kepner, president, and 
Kenneth B. Kepner, treasurer. The 
company has perfected exclusive dis- 
tribution agreements with the Licht- 
man-Widen Tanning Company, J. 
Lichtman & Sons, the Murray Leather 
Company, W. J. Budgell & Sons, and 
the Tarub line of calfskin manufac- 
tured in Czechoslovakia. 





TE 


GET THIS BRAND 
NEW FALL BOOK 


It holds a world of inspiration 
in its 50 suggestions for Fall 
advertising and displays. 
IDEAS for ad-copy—IDEAS 
for window displays—IDEAS 
for direct mail — IDEAS for 
store decoration and merchan- 
dise display — ALL ILLUS- 
TRATED. 


90 IDEAS for s 
FALL SHOE 
PROMOTIONS 


: BOOT AND SHOE RECORDER 
239 W. 39th St., New York, N. Y. 


| Enclosed is one dollar. Send me 50 } 
' FALL PROMOTION IDEAS. : 


PPC ECCI TTT Te 





: Orders without sqmtitanes will 
be sent C.0.D. plus postage. 
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Look for these three seals. When 
shown together they are a bona 
fide guarantee of quality. 








y TURNOVER! 


E 


who sells them! * Write for a 


MYERS ACCOUNT PLAN.-.-it's the Profit Plan that 


means increased business 


HOLTON OPERA-.-- $2.65 
9267 - - Brown Calf 
9261 --Black Calf 


20/8 Continental Heel 
Widths AAA to B 





VERY pair of MYERS Shoes is a guarantee of surer 


profits and immediate turnover--ask the merchant 


salesman to explain the 


and greater profits. 
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LEI OXFORD. - - $2.60 
9175-Blk.Suede-Pat. Lac.-17/8 Cub. Cov. 
9177-Br. Calf - Pat. Lac.- 17/8 Cub. Lea. 
9171 - Blk. Calf-Pat. Lac. - 17/8 Cub. Lea. 

Widths AAA to C 
a 
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FASTEST MOVING 


WOMEN'S NOVELTY 
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SHERWOOD or CURTA 
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Novelties for Men 


LYNN, MAss.—Designers of women’s 
novelty shoes are getting more in- 
quiries from makers of men’s shoes 
as to ways to adapt the novelty idea 
of the women’s trade to the men’s 
trade. It’s a large order. The wo- 
men’s trade takes naturally to novel- 
ties. Women like them. They buy 
millions of pairs more per year than 
they did when their shoes were staples, 
Men have stuck to staples while 
women have stepped into novelties. It 
seems that the men’s trade wants some- 
thing different from the women’s trade, 
like novelties that are mannish for 
patterns as well as for leathers. 


Shoes That Go Alaskan 


SEATTLE, WASH.— When the Gold 
Rush to Alaska was staged at the end 
of the Gay Nineties, Seattle came 
prominently into the limelight as an 
outfitter of shoes, mining boots and out- 
door footwear for the great trek to the 
Northland. Some pioneer shoe stores 
were even established and thrived on 
this particular trade. To this day cer- 
tain manufacturers of outdoor foot 
equipment and heavy duty work, as 
well as dress shoes, cater especially to 
the Alaskans and ship their footwear 
through the Seattle Gateway for the 
prospectors and pioneers, as well as 
those at present in the public eye at 
Matanuska, the new government colony. 


Some shoes have been merchandised 
and even manufactured at Seattle espe- 
cially for the Alaskan trade, being de- 
signed for the wear and tear of mining 
and the rough usage of the prospectors 
and outdoor men opening up the great 
territory for which Uncle Sam gave 
seven million dollars. The value of 
shoes alone shipped into the Alaskan 
territory from Seattle in the last decade 
has been many times this amount. 

In Seattle shoe circles the Alaskan 
trade bulks larger as the price of gold 
has created many new miners and 
minerettes, model of ’34 and ’35 gold 
diggers, who often pause for outfitting 
of shoes and things in Seattle, or have 
many shipments follow them to distant 
communities in Uncle Sam’s gold dig- 
gings. 

The Port of Seattle this year has 
taken due cognizance of this mounting 
volume of boot and shoe trade with 
Alaska. It has figured that during the 
past ten years, clothing, boots, and 
shoes have represented a considerable 
amount. These three commodities 
grouped together formed extensive ton- 
nage and were valued, according to port 
statistics, at $13,655,287. 

Furthermore, from figures also com- 
piled this year by the port authorities, 
there was shipped 69 tons of boots and 
shoes through this gateway to Alaska 
last year alone. As the entire exporta- 
tion of footwear from Seattle for the 
year 1934 totaled only 83 tons, includ- 
ing 11 tons for British Columbia retail 


shoe outlets, and three tons for the 
stores in the West Indies, this showed 
the preponderance of export shoe trade 
from Seattle up to Uncle Sam’s attic. 

Value of the boot and shoe trade with 
Alaskans continues to grow in impor- 
tance, as the population thickens, and 
cities become more settled. Higher 
price of gold has had its influence, and 
this year new trade has sprung from 
the opening of the Matanuska Valley, 
where it is hoped there will be founded 
a fine American colony of healthy set- 
tlers who will in time be good traders 
with the mainland. 


Essay Winner Visits 
Shoe Factory 


SEATTLE, WASH.—Arthur G. Gray of 
the Nordstrom Shoe Store of 1422 Sec- 
ond Avenue, this city, who recently won 
the first prize in a nation-wide essay 
contest anent the M. W. Locke shoes, 
paid a visit to the Canadian center in 
which the Dr. Locke shoes are manufac- 
tured. He is enthusiastic about the 
work carried on in Williamsburg, On- 
tario, where he visited the Dr. Locke 
organization. Upon his recent return 


tc the Second Avenue shoe store, after 
other trips to the shoe factories in 
Brockton, Mass., and Columbus, Ohio, 
Mr. Gray has qualified as an outstand- 
ing expert on the fitting of shoes and 
is giving comfort to hundreds of shoe 
customers. 
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Men's Shoes 


ti etl ee ei i eli eet eh i ed 








hi hell 





eee ee 


Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 


Flexible Hard Soles 2-6 
Send for In-Stock 
Catalog 


MRS. DAY'S IDEAL BABY 
SHOE Co. 
Leeust St. Danvers, Mass. 


























Open New Branch 


BALTIMORE, Mp.—Another link in 
the chain of shoe stores operated by 
the Princeton Shoe Stores, will be 
opened shortly at 212 E. Baltimore 
Street, following necessary improve- 
ments and remodeling. The concern 
centers its activities exclusively on 
men’s footwear, and operates three 
other local stores at 312 W. Baltimore 
Street, 106 W. Baltimore Street, and 
109 N. Eutaw Street. This chain is 
locally owned and locally operated with 
the principal store being at the 312 W. 
Baltimore Street location. The con- 
cern’s own brand of “Princeton” shoes 
is featured. 
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Hide Prices at New High 


PEABoDY, Mass.—Light native cow- 
hides, such as are commonly used for 
making upper leather for shoes, are up 
to a new high price for the year. They 
have sold lately at rising 10 cents a 
pound, and at this price are up by at 
least 3 cents over prices of last March. 

There is some prospect for further 
advances. The shortage in cattle, as 
caused by the drought of last year, has 
not yet been made up. Demand for 
beef has fallen off because of high 
prices. When people eat less meat the 
slaughter of cattle declines, and conse- 
quently fewer hides are produced. 

Leather prices are up above those of 
last Spring, but, according to tanners, 
are not yet up as much as are hides. 
The recent advances, which bring 
light native cowhides up to a new high 
for the year, are a sign that leather 
will be higher for shoes for next 
Spring and Summer. 


G. L. Zion Returns After Illness 


KANSAS City, Mo.—G. L. Zion, man- 
ager of Emery, Bird, Thayer’s shoe 
department, is back on the job after 
several months enforced vacation on 
account of ill health. He is fully re- 
covered and enthusiastic about the new 
season’s merchandise and promise of 
good business. 

“We are selling fabrics and suedes 
now at a good rate,” said Mr. Zion. 
“Fabrics with leather trims are having 
a strong play, and even suedes have 
trims of some sort, either patent or 
contrasting touches. Usually the de- 
mand for early season is at least 75 
per cent black and the rest mainly 
brown. This year the demand is about 
evenly divided between black and 
brown. We are showing a few blues 
and greens. 

“T believe this is going to be the 
best Fall season in several years. Our 
stock of white shoes is unusually clean; 
just a few pairs left, and we have had 
to take less markdown than for a long 
time. Just what the reason is I do not 
know, but it may be partly on account 
of the late Spring. May was a cool 
month and June was almost as bad up 
to the very last. When the calls for 
whites began they were steady and cus- 
tomers did not wait for reduction sales 
as they ordinarily do.” 


Low Heels Increasingly Popular 


Los ANGELES, CALIF.—It has been 
many a year since so many low heels 
were shown at Bullock’s downtown 
store. 

“Lows” are shown for rugged sports 
wear in a stern brown calf brogue 
priced at $7.75, in a jodphur in calf 
and suede at $8.75, and in a very popu- 
lar general suede tie in all the major 
Autumn colors. 

In formal sandals emphasizing the 
Grecian and Oriental influence the 
“lows” are also given a big place. 
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Czechoslovakia Corners 
India Shoe Market 


WASHINGTON, D. C.—The India shoe 
market, lost to Japan by the United 
States within the past two decades, is 
rapidly being lost by Japan to Czecho- 
slovakia, according to a report issued 
here by the Commerce Department from 
Trade Commissioner George C. Howard, 
in Caleutta. The Bata Shoe Company, 
a Czechoslovakian firm, running its own 
factory in Calcutta and turning out 
approximately 20,000 pairs of canvas 
shoes with rubber soles daily, is re- 
sponsible for the change. 

The Bata product is distributed 
throughout India through the company’s 
own retail stores or through agents. 
The shoe is claimed by dealers to be 
decidedly better than the Japanese 
shoes and others locally made. In ad- 
dition to the Indian market’ Bata is ex- 
porting its canvas and rubber shoes 
to Portuguese Africa. 

The competition of Bata’s local fac- 
tory is having a notably adverse effect 
on imports from Japan, it is pointed 
out. The United States formerly sup- 
plied a fair quantity of such shoes to 
India, accounting for 750,000 pairs in 
1929. Japanese competition however, 
succeeded in driving out practically all 
other shoes from the Indian market, so 
that from 1923 to 1933, out of a total 
importation by India of 6,414,000 pairs 
of canvas shoes, Japan accounted for 
6,077,000 pairs. 

The growth of Bata’s competition was 
evident in 1933-34 and 1934-35. In the 
latter year total imports had declined 
to 4,216,000 pairs, of which Japan sup- 
plied 3,020,000 pairs. It is anticipated 
that during the current year Bata, with 
a local manufacturing capacity of 6,- 
400,000 pairs per annum will get a still 
greater proportion of this growing 
trade to the detriment of Japanese ex- 
porters. 


Jasper E. Bisbee 


DETROIT, MicH.—The shoe industry 
lost one of its picturesque figures re- 
cently when Jasper E. (Jep) Bisbee 
died in Ludington at the age of 93. 
He lived at Paris, Mich., where he was 
formerly a shoemaker. In recent years 
he became nationally famous as the 
first of the “old time fiddlers,” touring 
the country under the personal spon- 
sorship of Henry Ford and the late 
Thomas A. Edison. 

Burial was at Reed City. He is sur- 
vived by three sons and one daughter. 


Men's Sizes for Boys 


Boston, Mass.—Filene’s shows boys’ 
shoes in men’s sizes, No. 8, for instance, 
as the school shoe sales start. The 
leathers are substantially the same as 
those used in men’s shoes. The sizes 
are the same, but the lasts over which 
the shoes are made are modeled for 
the feet of growing boys. 
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Exit the Chisel 
[CONTINUED FROM PAGE 32] 


to prove that industry needs policemen 
and guardians, and that it should there- 
fore be again regimented and super- 
vised by government. Faint-heartedness 
and chiseling will play directly into the 
hands of these would-be regimenters 
and government supervisors. Straight- 
forward, courageous action by indus- 
try and trade in securing the necessary 
advances will tend to defeat the pur- 
pose of those who seek to regiment and 
supervise. 

“By direction of the Board of Direc- 
tors of the National Boot and Shoe 
Manufacturers Association, a question- 
naire has been sent to the entire shoe 
manufacturing industry requesting an 
expression of opinion from shoe manu- 
facturers as to continuing the minimum 
wages, maximum hours and child labor 
regulations under which the industry 
has been operating; but this question- 
naire carries the definite stipulation 
that any such agreement shall be 
‘without government supervision.’ 

“More than seventy per cent of the 
pair production and dollar volume of 
the industry has already agreed to the 
plan to stabilize conditions on the fore- 
going basis. 

“Quite naturally our industry looks 
to its trade association as the medium 
through which these things may be 
accomplished. It is the definite obliga- 
tion of our Association to exert its 
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utmost energy toward the safeguarding 
of the industry which it represents. 
This objective, under present condi- 
tions, will require renewed effort, 
thoughtful and consistent action and 
an aggressive and constructive trade 
association leadership, activity and 
strength that is capable of withstand- 
ing the efforts of present day pressure 
groups, overcoming the effect of theo- 
rist propaganda, and successfully re- 
sisting political interference with the 
legitimate affairs of business. 

“This objective is surely worth work- 
ing for; it is worth the foregoing of 
some temporary advantage; it is worth 
some sacrifice. It is an issue that the 
industry must meet in spirit of cour- 
ageous cooperation. If the problem is 
to be intelligently solved, the industry 
must solve it. I, for one, believe that 
our industry, working through and in 
cooperation with the National Boot and 
Shoe Manufacturers Association, can 
and will solve it.” 


Style Symposium 
[CONTINUED FROM PAGE 29] 


proceed on a basis of intelligent plan- 
ning, it is necessary to look ahead in 
order to permit tanners, manufacturers 
and merchants to produce and assemble 
the styles and types of shoes which the 
public can accept and which can be sold 
at a profit, with a minimum of losses 
due to errors in style selections. 





“Moreover, it is important for the 
retail buyer to have an early advance 
picture of the probable trend of styles 
for the coming season, as revealed by 
the consensus of opinion of the best 
minds in the industry. 

“It is true that a summary of all 
of this information is available to re- 
tailers through the published reports 
of the conference. But it is an added 
advantage to be present while the style 
program is actually in the making, to 
hear and take part in the discussions 
and thus to understand fully the rea- 
sons for the various style recom- 
mendations. Retailers who have this 
background of information are better 
able to interpret the style program of 
the conference, and apply it to the 
particular requirements of their in- 
dividual communities.” 

The railroads have granted a special 
fare concession that will enable all 
who attend the conference to make 
the round trip to and from New York 
at the regular one-way fare plus one- 
third. To take advantage of this re- 
duced rate a certificate should be re- 
quested at the time of purchasing 
tickets to New York. 


Opens New Shoe Store 


New HAvEN, CONN. — The Herbert 
Clapp Co. has opened a new retail shoe 
store at 150 Temple Street, featuring 
the Red Cross line of women’s shoes at 
$6.50. 





A large variety of designs. 
tered. The Maplewood—The Sphinx. 


—~VERZA— 


Our chief product is high grade 
women’s weight calfskins 
THE VELSKIN LINE 


Smooth and boarded in white, black and colors. 
Specials:—Mat Calf and Salem-board. 


THE VELCAF LINE (demi-suede) 


The latest additions are regis- 


Sample pads at our booth No. 10 


VERZA TANNING CO. 
143 SOUTH ST., BOSTON, MASS. 
Tannery at Peabody, Mass. 























You Repeat Your Profits with 
“’ America’s Finest Comfort Shoes 
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SHOE MEN LIKE 
THIS NEW YORK HOTEL 


Convenient to all shoe industries. 
Within 1 block to Radio City, 
Roxy, Capital, and many other 
1000 cheerful rooms, 
each with bath, radio, servidor 
and iced water. Daily rates from 
$2.50 single, $4 double. 


HOTEL VICTORIA 


7th Avenue—5ist Street, NEW YORK 


When making reservations, mention Boot & Shoe Recorder 











RIGHT AND LEFT 
cx fine QUAY : [aaa 
PIG LEATHER INSOLE 

ies 
CLAS: - SPECIAL CONSTRUCTED 
~ tn a GENUINE PIG LEATHER 
§N HIGHGRADE COUNTER 
FOOTWEAR 
SCIENTIFIC SEWED 
HEEL SEAT 
Teen THAT ENTILATED NEW SPRING 100% NAIL.LESS HEEL 
AND ELASTICITY SEAT, NO NAILS TO 
‘ASSURES COMPLETE ONS L 
VENTILATION SORCULATION TO EVERY STEP PUNCTURE FOOT 


























Beware of Imitations 








The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS: for you. 
Nu-Matics with their patented, scientific, 
features are virtually non-competitive. 
Men's and Women's Shoes. 


“cushion” and “nail-less" 
Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Uu Matic 


CUSHIONED SHOES 
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Planning Fall Window Promotions 


[CONTINUED FROM PAGE 45] 


no decidedly new trend in design or 
decorative treatment comparable to the 
modernistic treatment so genrally ac- 
cepted a few seasons ago, or the Neo- 
classic theme that came in later. The 
nearest approach to these general 
themes of window treatment which we 
may expect to see this season will per- 
haps be found in the Renaissance 
theme, as it relates to Fall styles in 
women’s apparel and footwear, an ar- 
ticle on which appears elsewhere in this 
issue under the title “How Shoes Fit 
Into the Picture of Renaissance Fash- 
ions.” This Renaissance idea lends it- 
self to a great variety of treatments 
and has almost endless possibilities for 
display men in search of a distinctly 
new theme for window decoration. It 
will doubtless be employed to a consid- 
erable extent by department and ap- 
parel stores in featuring Renaissance 
fashions in dresses and other items of 
women’s wear. The fact that it is so 
decidedly in line with the fashion pic- 
ture for the season makes it readily 
adaptable to shoe windows. Even if 
the shoes shown are not strictly Renais- 
sance patterns, the theme is none the 
less one which has a timely fashion ap- 
peal and is therefore quite appropriate 
for decorative use. 


Focus Attention on Shoes 


Fall shoe windows to date, however, 
appear to have been designed for the 
most part with the thought to empha- 
sizing the shoes themselves and focus- 
ing attention on the new styles for 
Fall. That is a very practical objective, 
for, after all, it is the shoes which must 
be sold, not the backgrounds or the dec- 
orations, and when the styles are so 
new, interesting and attractive, they in 
themselves have attention value which, 
if they are shown attractively, should 
command the interest of prospective 
customers. 

This idea of emphasizing the mer- 
chandise was worked out most effective- 
ly by some of the Florsheim stores in 
a group of windows whose evident pur- 
pose was to sell men customers on the 
style appeal and the quality of some 
of the new Fall leathers. Since leather 
is the basic material from which shoes 
are made, there is no better way to sell 
the shoe than by selling the customer 
on the leather that is in it, and men 
especially are always interested in the 
quality, texture and service of the 
leather that goes into their shoes. This 
Florsheim window featured the new 
colors for Fall, especially in the grained 
or boarded types of leather, and an 
interesting feature that could be count- 
ed on to attract attention and arouse 
curiosity was a blown-up illustration of 
a leather finisher at work boarding 
leather, with one of the actual tools 
used in the creasing process. Another 
interesting feature was a huge briar 
pipe, with bowl illuminated electrically 








to produce an intermittent glow. This 
was used in connection with the promo- 
tion of Briar Brown, one of the new 
Fall colors. 


Events for Fall Promotion 


Fall window promotion will call for 
a succession of interesting displays re- 
lated to the interests and activities of 
the Fall season and tied up with the 
fashions in men’s and women’s apparel. 
In a few short weeks we shall have the 
World’s Series in baseball, offering a 
theme for men’s windows with a timely 
interest. Many communities will have 
local expositions, county fairs and simi- 
lar events, all of which suggest possi- 
bilities for window displays of local in- 
terest. Football, of course, is the big- 
gest outdoor interest of the Fall season 
and in addition it has a decided fashion 
significance, for the big college games 
in various sections of the country are 
style events of the first magnitude. 
Most shoe stores plan to have at least 
one football window during the Fall 
season, and the idea is equally suitable 
for men’s or women’s shoes. Footballs, 
blown-up photographs of contests of 
local interest played in former years, 
pictures of leading players, college pen- 
nants and colors all provide suitable 
materials or “props” for use in the 
planning of effective football windows. 

A little later on we shall have Hal- 
lowe’en and Thanksgiving, both of 
which afford opportunities for the de- 
velopment of shoe windows whose gen- 
eral theme may not be new, but which 
can always be worked out by a re- 
sourceful display man in ways that are 
novel and different. All of these ideas, 
of course, are general and adapt them- 
selves to the type of window which de- 
pends upon a certain degree of ‘news 
interest” or timeliness to attract the at- 
tention of customers. Many stores will 
use one or more of these ideas, perhaps 
all of them, to enliven their windows 
with this element of news. But in ad- 
dition they will wish to present other 
windows related more directly to the 
selling appeal of the shoes themselves 
and this is a type of display that de- 
serves special attention during the Fall 
season. 


Value of Group Displays 


In this connection it is worth while 
to consider carefully the technique so 
generally employed by department 
stores, who follow the practice of fea- 
turing in their windows certain groups 
of shoes with some feature in common, 
as for example a particular leather or 
color, or a type designed to serve a cer- 
tain use, and base a promotion on this 
particular group. This type of window 
is in distinct contrast to the traditional 
method of display of the average shoe 
store, which endeavors to show every- 
thing it has in stock in its windows at 


the same time. It affords an opportu- 
nity for more variety, more frequent 
changes and at the same time concen- 
trates the attention of customers on the 
various groups of styles and types of 
shoes which present the best sales pos- 
sibilities for the season. 





Open Store in Shelby 


SHELBy, N. C.—John Brewer and 
George Houser, both of Shelby, opened 
an exclusive shoe store at Shelby, N. C., 
Aug. 15. The business occupies the 
building formerly used by the Bee Hive 
on Warren St. 

Houser came originally from Kings 
Mountain, N. C., and recently was man- 
ager of a Brownbilt shoe store at Mur- 
freesboro, Tenn. Prior to that, he was 
with the Brown Shoe Co. in St. Louis, 
Mo. 

John Brewer formerly managed the 
Miller-Jones Shoe Store at Shelby and, 
at another time, was manager of the 
shoe department of the Charles store 
at Shelby. 


Matching Shoe Accessories 


Boston, Mass.—Shoes and cigaret 
cases are now matched in some stores. 
If the lady chooses a pair of oxfords 
of lizard skin she may also obtain a 
cigaret case of lizard skin. Or if she 
chooses a pair of buckled pumps she 
may obtain a cigaret case of metal to 
match the metal of the buckle. 


A Battle of Wits 


[CONTINUED FROM PAGE 33] 


route to that customer’s satisfactory 
needs. Wits are needed to avoid the 
unnecessary things that more often 
prove obstacles and stumbling blocks 
in salesmanship. 

Wits are needed to tactfully gain the 
customer’s confidence and that is where 
your wits—your knowledge—plus your 
talent—comes to the fore. 

A woman feels that she requires 
such-and-such a shoe. There is ‘a 
vagueness in the customer’s mind. She 
is not definite about her requirements. 
Unless you use your wits, you lose her 
confidence. How? Mainly by bring- 
ing out something that was furthest 
from her ideas. 

Your knowledge of feet and the 
knowledge of what a certain shoe will 
do for her must be kept in the back- 
ground for the moment. Never antag- 
onize a customer by showing her your 
preference first. Show her what she 
thinks she wants; then, with a word 
of caution, bring out what you know 
she should have, if it is not completely 
opposite to what she thought she ought 
to have, you have used your wits and 
made a friend, after you have sold her. 

The real need for wits in selling is 
in creating a spirit of helpfulness, and 
there, without losses, the Battle of Wits 
means: 

Harmony and satisfaction for both 
sides. 
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Inflation Is Out 


[CONTINUED FROM PAGE 25] 


ducing the gold content of the dollar 
makes it obvious that from these quar- 
ters (of private debtors) there comes 
no great threat any more to the stabil- 
ity of the currency. But it is different 
when it comes to the ever-rising public 
debt which, in past years, was time and 
again a contributing factor to inflation 
abroad. The Federal Government is 
the largest debtor in the country; its 
obligations have grown from $22,539,- 
000,000 in 1933 to about $29,000,000,000 
at present, whereas it is estimated that 
the public debt next year will exceed 
$34,000,000,000. This accumulation of 
debt for purpose of national spending 
goes right on. But suppose there should 
arise dobut as to the government’s 
credit? 

Would that mean 
tinctly not! 


Making Profits Out of Debts 


The government has proved to us 
that it does not have to print money in 
order to pay its debts. What the 
government did was merely to cut the 
gold content of the dollar, and thus 
get rid of a tremendous amount of gold 
obligations, realizing a handsome profit 
of more than $2,000,000,000 on the side. 
This is a new way of reducing one’s 
debts, and it certainly is much im- 
proved over the European style. If 
we remember right, this reduction of 
the gold content of the dollar was a 
rather painless operation to most of 
us 


inflation? Dis- 


Not satisfied with reducing debts, the 
Federal Government went a step fur- 
ther and created new debts—and once 
again without touching the printing 
presses. Right now, the Federal 
Government is creating billions of dol- 
lars by the simple process of bookkeep- 
ing transactions. This bookkeeping 
concerns the banks which lend the 
money. Of total loans and investments 
of Federal Reserve Banks in leading 
cities amounting to more than $18,000,- 
000,000 at the end of April, govern- 
ment direct and fully guaranteed obli- 
gations totaled more than $8,000,000,- 
000, or about 44 per cent. The 
extreme reliance of the Federal Govern- 
ment upon the banks is illustrated by 
the following table which gives a cross- 
section of the distribution of bank 
assets in 1928 and 1935: 


July July 

1935 1928 
Assets % % 
me ead are SES 2 23 18 
Loans and discounts ..... 28 61 
Government securities ... 33 9 
Miscellaneous .......... 16 12 


Government borrowing obviously fur- 
nishes the bulk of banking activity in 
this country, whereas loans and dis- 
counts have come down from 61 per 
cent to 28 per cent in this seven-year 
span. 

This lending by the banks, I am led 


to believe, is not an entirely voluntary 
gesture. Nor is it absolutely clear that 
the banks will see all of the money 
back, and if so, when. Hence, these 
more than $8,000,000,000 of credit are 
created only on paper. It would be 
more to the point to say that these 
funds are government-created money, 


created by its authority, but also guar- | 


anteed by its authority. Without ques- 


tion, our monetary stocks have in this | 
In the | 


way been artificially enlarged. 
technical sense, this is inflation. 


Why Bother About Money? 


In the practical sense, it is not. 
Prices have not risen enough and the 


demand for goods and services has not | 


increased enough to make this a real 
panic of inflation (and there is no real 
currency inflation without a panic). 
Simultaneously, the creditor 
have gotten an ever diminishing value 
of both, goods and services, with the 
progress of inflation. In other words, 
the government got rid of some of its 
debts, made a handsome profit, and 
claimed $8,000,000,000 of additional 
money for the purpose of national 
spending, without the accessory of in- 
flation. And why should there be the 


printing of money, if money is abun- | 


dant, at least for government purposes 
--and nobody else seems to need it? 


With the government’s demands for 
ready cash and for easy financing oper- 
ations largely met, there is no reason 
why the government or anybody else 
should start to inflate the dollar. 


The economic situation is much more 
favorable than it was two years ago, 
and this brings us to the concluding 
point: if governments or people, for 
that matter, start tinkering around 
with money or monetary problems, you 
can bet your last dollar that they want 
to change the economic situation. 


But as business is out of the red ink 
and as everyone is hopeful and satisfied 
to a degree, the last thing the Govern- 
ment wants to change is money. 


Whoever bothered with money in ’28 
and ’29, let alone with such intricate 
things as the gold content of the dollar 
or the 16:1 ratio of silver? No, you 
only heard of these things when either 
governments or people, or both, did not 
know what to do about the economic 
situation. When they could not create 
profits, they tiought they would take 
a fling at the creation of money. 


Today, people go to work; they spend 
and they plan for better times. Money 
and its complicated character is forgot- 
ten. This is as good a time as any to 
file inflation away with last year’s 
worry; it is a good time to go to work 
on sounder and more profitable things. 
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SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





SHOE Salesmen desiring a pocket side line 
paying good commissions and easy to sell, 
ge Paul Hunter, 86 Ellicott St., Buffalo, 
ie A 





W ANTED—Salesman to carry as side line on 
commission, 25 patterns in women’s welt arch 
shoes made with long leather counters retail- 
ing at $4.00. Carried in stock AA to EEE. Ter- 
ritories open, Eastern Pennsylvania, Connecticut, 
New Jersey, Illinois, Ohio. Address E-387, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


SALES MEN wanted to sell complete line of 
Shoe Ornaments and Findings for reputable 
Manufacturer. Address E392, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 


WELL established resident salesman, selling 

Men’s shoes in each large city, to carry an 
outstanding line of Romeo Stitchdown Slippers. 
Five (5) samples. Address E-393, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


EORGIA SALESMAN with established ac- 

counts to handle nationally known manufac- 
turer’s in-stock line of $2.00 retail ladies’ nov- 
elty shoes—commission basis. Address E-394, 
care Boot & Shoe Recorder, 140 Federal St? 
Boston, Mass. 


ANTED: Side Line Salesmen, liberal com- 
mission, men in all territories, to carry 
Rochester’s outstanding and fastest selling line 
of Soft Soles. State in first letter territory and 
experience. Address E-395, care Boot & Shoe 
Rocerder, 239 West 39th Street, New York, 

















ALESMAN having following with department 

stores and well-rated accounts wanted by 
iong established manufacturer of women’s high- 
grade turns. State experience and references. 
Address E-396, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


S ALESMEN— Wanted for state of Pennsyl- 
vania to carry a general line to sell to retail 
trade. Commission basis. Must have experi- 
ence and following. Address—Sobel Bros., 150 
Duane Street, New York, N. 


ALESMEN wanted: For Branded line of 

Work Shoes on straight commission basis. 
Must have car and established following. Send 
full details of experience in first letter. Address 
E-398, care Boot & Shoe Recorder, 1627 Locust 
St., St. Louis, Mo. 


ANTED: Direct exclusive salesmen in prin- 

cipal cities to handle complete line high grade 
infants’ footwear. Protected territories to men 
who qualify. Address E-402, care Boot & Shoe 
Recorder, 209 So. State Street, Chicago, Ill. 























SHOE Buyer and Merchandiser — Men's, 
women’s and children’s shoes, thoroughly ex- 

rienced, 5th Avenue, New York, experience; 
ought for retail chain of stores and merchan- 
dised ten years. Competent to handle any 
trade. Unquestionable references as to integ- 
rity, etc. Available immediately. Address 
E-401, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Brand Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor. Church 

Phone Barclay 7-7887 New York City 











LINE WANTED 


ANTED for Chicago and suburbs: The best 
and cheapest line of Women’s Style Shoes in 
America on a Commission Basis. Must be 
Styled to the Minute. Have had years of 
experience. Address E-399, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 





SOUTH AND SOUTHWEST 


Well-known shoe salesman who has 
for over 25 years successfully sold 
men’s shoes to the retail trade 
thronghent the South, Southwest 
and Pacific Coast is available for 
the coming season. He is desirous 
of securing a good line of men’s pop- 
ular priced shoes; has a good follow- 
ing among the best rated buyers. 
His clean record over a period of 
years should recommend him to any 
reliable manufacturer. Best of ref- 
erences furnished. 
For further particulars 

Address E-400, Care 

BOOT & SHOE RECORDER 
239 West 30th Street 
New York, N. Y. 

















FOR RENT 


'AMILY shoe department fully om [-— 
in leading department store in town. Hauser 
Dept. Store, Westwood, N 











FOR SALE 


LEASED shoe department in 100% location 
in northern New York town of 40,000 a 





$20,000 annually and can be increased consi 
erably. Overhead small, inventory low. Ad- 
dress E-397, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
References: I. Miller, Nunn-Bush, Geller, Beek, 
Saks—5th Avenue, Melville, Bostonian, etc. 

BARIS SHOE COMPANY, Inc. 

79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 

















MERCHANTS’ NEEDS 





DISPLAY ©@ 
FIXTURES 


Again SEGALL & SONS Take 
the Lead by Presenting Display 
Equipment in the Newest of 
















Modern Designs ot Prices You 
Will Find Most Agreeable. 
A special folder, has 
been . Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch $¢., Philadelphia 














address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
ST Advertisements for this page must be in our New York office on Friday of the week preceding publication. “peg 


7 cents per word. Minimum charge, $1.25. 
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HOTELS 





ae 
e ATTENTION 
SHOEMEN 


o date? 
te ches 

as 
ree” in your hats! 
“J just want to advise you 
fellows, whose patronage 
we enjoy, to try to avoid 
coming here on the follow- 
ing dates: 


September 23 to 27, 1935 
AMERICAN LEGION 


This is a very large conven- 
tion and will tax Saint 
Louis’ hotel facilities to ca- 


pacity. ” 


W. F. Victor 


Avoid “Kennase 


9th and Washington 
in Saint Louis 











Features College Shoes 


SPOKANE, WASH.—Stressing the col- 
lege motif in merchandising its women’s 
shoes, The Crescent of this city is 
introducing a number of styles as 
“Crescent Collegiates,” to match college 
costumes of co-eds and those who dress 
as such. The snappy new collegiate 
shoes are in browns and blacks, as well 
as rich wine and green shades to blend 
with the colorful Renaissance colors of 
collegiate clothes. 


Exhibits Carnera's Shoes 


SEATTLE, WAsH.— William E. Cotter, 
manager of the Florsheim shoe store of 
this city, is proudly exhibiting the foot- 
wear of Primo Carnera, ex-heavyweight 
champ. These size 20 shoes, in sextuple 
E width, are building considerable in- 
terest in the display of Fall fashions in 
footwear as shown by Mr. Cotter and 


his staff. 


Issue New Catalog 


CuHIcaGo, ILL.— The Advance Wool 
Skin Shoe Co. has just issued its new 
catalog featuring its complete line of 


Eskimo Woolies for men, women, and 
children. Merchants will find many in- 


teresting suggestions for the Fall and 
Christmas seasons in this booklet. 
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Kay's Boot Shop Sold 


DETROIT, MicH.—Dellis Harwith has 
bought out Kay’s Boot Shop at 7739 
Mack Avenue, on the east side of the 
city, which he managed for the past 
three years. The former owner, David 
Kay, has retired from business, devoting 
his attention to other interests. 


Swing to Quality Shoes Seen 


DENVER, CoLo.—It pays to carry the 
better class shoe is the conviction of 
R. O. Mattingly, buyer of the Gano- 
Downs shoe department, Sixteenth 
Street at Stout. 

“Recently,” says Mr. Mattingly, “we 
added Arnold ‘Authentics,’ to our 
stock. We found that tourists accepted 
them at once. Of course, in appeal- 
ing to tourists we featured the tailored 
and sport styles. 

“A second unforeseen advantage 
comes through the national advertis- 
ing. Already we have had a number 
of out-of-state letters containing cuts 
from magazines asking us to send that 
particular style in a certain size. I be- 
lieve that every dealer could better his 
sales by adding higher priced merchan- 
| dise to his stock. Patrons are once 
more turning to quality.” 

Gano-Downs is making ready to show 
Fall footwear, provided weather does 
not turn moist. All Summer stock has 
been cleaned up. Mt. Mattingly an- 


| ticipates that suedes and buckos will 
| prove the most popular in the West 








| this year. 


Suedes will dominate dress 
shoes and the bucko will be more popu- 
lar in the tailored and sports. 

Black, he thinks, will be nearly 65 
per cent popular. Brown should run 


| about 25 per cent, with blues, wines, 


and greens making up the rest. 
Mr. Mattingly is looking forward to 
an excellent season in the better shoes. 


Joins Green Shoe Mfg. Co. 


Boston, Mass.—T. L. Mattox, of Or- 
lando, Fla., has joined the sales force 
of the Green Shoe Manufacturing Com- 
pany of this city and will sell this 
line of high-grade juvenile footwear 
throughout the southeastern part of 
the country. This is a territory with 
which Mr. Mattox is thoroughly famil- 
iar and in which he is well and favor- 
ably known. He has sold juvenile shoes 
almost entirely in this territory for 
about 25 years. 


Shoes for Every Costume 


PorTLAND, OrE.—“A Shoe for Every 
Costume” is the slogan of Meier & 
Frank’s shoe store in this city, which 
epened the Fall season with 33 new 
style leaders in one celebrated line of 
women’s shoes. Meier & Frank are 
presenting the costume footwear for 
feminine fashion fans in a host of new 
materials and styles, exclusively in 
Oregon. 
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MERCHANTS’ NEEDS 








Dr. Pyle Foot Oscillator 


improves impaired or sluggish circulation by imparting 
to the soles of the feet soothing, invigorating oscilla- 
tions; stimulates ae increases circulation of 
up ad- 











foot relief. 
ting easier and quicker. 
Steps 
prestige. 
leading department 
stores and retailers 
throughout the country. 
Full details on request. 


up_ sales and 
Now in use by 





















Write your nearest distributor 
Boston Store Shoe pert. one, um. 
Vi-Ped-Ex - of New York, 13 E. 37th St., N. Y. C. 
Marmer’s, 3626 Warsaw ans © Salenall, Ohio 
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TG DUNE SHOE Rennes 
MACHINE 


A Sensational Shoe Ler age ge | 
Practical for conforming of 
nomical operation. Eliminates pony at 


os 
oes. 


heels, gapping at sides. Practical for 
every fitting need. Dealers everywhere 
are satisfied users. Send for catalog. 


UNDE SHOE_ RESHAPING DEVICES, 
3 EAST 37th ST. NEW YORK, 


INC. 
N.Y. 

















Penny Sale of Shoes 


CHICAGO—A one-cent sale is some- 
thing new and different for the shoe 
trade, but it has been worked out very 
effectively by the Cutler Shoe Stores 
in Chicago. More than 6000 pairs of 
shoes were offered to the public at the 
cost of one cent a pair this week. It 
worked out like this. With every regu- 
lar pair of shoes purchased at the 
regular retail price the customer was 
entitled to a pair of the 6000 pairs of 
sale shoes for only a penny. 

“As a stimulant to trade it is the 
best thing I have ever seen,” said John 
Peterson, manager of the store, on 
South State Street, “and at the end 
of the first day the more than 6000 
pairs were nearly all cleaned out.” 

The shoes sold at a penny a pair 
were mostly all discontinued styles and 
broken lots. One hundred and fifty ex- 
tra salesmen were put on at the South 








State Street store for three days. 
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New Seattle Salon Opens 


SeaTTLe, WASH. — Expectantly 
awaited, the new shoe salon of Thorp’s, 
Inc., was formally opened, Thursday, 
Aug. 8, at 1420 Fifth Ave., this city, 
with a number of feminine customers 
calling to view the shoe shop created 
for them in this city after the smart, 
sophisticated Parisian shops for les 
souliers. Creator and manager of the 
attractive, modern salon is O. E. Thorp, 
with a fine following in the feminine 
shoe field, since, for more than 14 years, 
he was buyer for Turrell’s, one of the 
leading shoe shops of this city. Mr. 
Thorp just returned from a_ buying 
trip to the East to open his splendid 
salon, where he will feature a number 
of the leading makes of women’s shoes, 
emphasizing the quality note. 

The Seattle shop is a counterpart of 
one of the fine shoe stores of the Rue 
de la Paix of Paris and has a wealth 
of windows, a charming entrance that 
focuses eye-appeal upon a galaxy of 
diversified styles and models of the new 
Fall season. These large windows, of 
the French style, extend in 23 ft. from 
the sidewalk, amidst an exterior dec- 
oration of cromium and black. 

Mirrors reflect the magnificence 
within and carry forward the French 
influence that follows the greenish blue 
mural motif. Large, commodious, over- 
stuffed chairs with contrasting colors 
and a number of the most modern fur- 
nishings and display units make an 
appealing setting for the featuring of 
feminine footwear. 


Feature August Opening 


WALLA WALLA, WASH.—Seil’s Shoe 
Store of this city undertook, early this 
August, the prevue of Fall shoes, with 
a wide invitation to Walla Wallans to 
view the first Fall footwear received 
in this section. Women called early 
during the month to view the suedes, 
gabardines, kids and other popular ma- 
terials in the new styles just received 
from the manufacturers in the East, 
while new shipments, were being re- 
ceived daily. 


Fall Selling Under Way 


Kansas City, Mo.—Fall shoes are 
selling well at Berkson’s. Fabrics espe- 
cially are moving at a good rate for 
early season. Black is leading thus 
far, but there has been some demand 
for brown. Whites have cleared up 
almost to the last pair. While the sea- 
son on these was late starting, the 
demand was steady when it did begin. 
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E. Hubschman & Sons—makers of Tandrite Calf, the 





leather in demand for men’s, women's and misses’ 





footwear —has held fast for many, many years to 
the twin ideals of quality and superior craftsmanship. 
And the position of leadership which Tandrite 


Calf enjoys today in the field of fine calf leathers 





is sufficient proof of the wisdom of this policy. 





See our leathers at the ficial Opening. <ciilaaiiaanas Lillies 
by members of py Council of oo on a Sooth a 
“Waldorf-Astoria PA otl, September 9—/0 


E.HUBSCHMAN & SONS, INC., PHILA. 


TANNERS OF FINE CALF LEATHERS 
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Shoes Courtesy 
French, Shriner & Urner 


Boston, Mass. 


For Smart 
Spring and Summer 
Shoe Coverings 





GUTMANN C-COMPANY + CHICAGO 
"Za 
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Picture of Profits 


They look like Kangaroos to you? 
They are! 

They’re the strange animals from far 
off Australia whose skins are tanned 
in this country to become the superb 
leather used in men’s street and dress 
shoes of genuine Kangaroo. 


Kangaroo is a “natural” for retail shoe 
dealers. Strong (17% stronger, weight 
for weight, than any other leather) as 
soft and as light as kid and so finely 
textured that it will take a high brilliant 
polish, it brings customers back, and 
keeps them satisfied. Its sales story, 
built on one of the world’s strangest 
animals, offers a merchandising op- 
portunity hard to equal. 


A perfect picture of profits for the 
shoe dealer. Get in this picture your- 
self! 


AUSTRALIAN TANNED IN 


KANGAROO AMERICA 


Surpass Leather Co. - Philadelphia 
Richard Young Co. - - New York 
Ziegel Eisman Co. - - - Boston 
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lew Spring Colors 


CALF 


You are cordially invited to visit 
our display where our complete 
spring line of colors will be shown. 


Our Display—Booth 45 


Waldorf-Astoria 
Leather Show 
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FATHERS 


Genuine Witria: 8 UC ik 
Thruout 


A QUALITY genuine white buck noted for its 
pure whiteness thruout, its softness and its 
excellent wearing qualities. 





Its widespread use in the manufacture of fine 
white footwear is proof of its endorsement by 
leading retailers everywhere. 


+. ™ 
~ 


RICHARD YOUNG COMPANY 


36-38 SPRUCE STREET NEW YORK CITY 





BOOT AND SHOE RECORDER, August 31, 1935 


VERSATILE 


Gallun’s vegetable tannage differs as much 

from ordinary calfskin in this sleek town shoe of Cretan, as 

it does in the stoutest wing-tip brogues of Norwegian Grain 
...To the eye, it always has that indefinable custom look...to 
the educated fingers of men: like yourself, it also has a differ- 
ent “feel”; blindfolded, you could pick it out of a dozen pairs 
of ordinary shoes ...To the wearer's foot, it gives that in- 
imitable glove-like pliability, even after repeated exposure 
to wet weather ... Truly it is the universal leather — adapt- 
able to practically every type of shoe, through the whole 
cycle of seasons — yet always true to its innate individuality. 
A. F. GALLUN & SONS CORPORATION, MILWAUKEE, WIS. 


GALLUN LEATHERS 


ALWAYS STANDARDS OF EXCELLENCE 


When writing advertisers please mention Boot and Shoe Recorder 








Page 64 


rEO PLE 


: aid. : 
jl» - f Tog fe F 4 


hea Ps a 





BOOT AND SHOE RECORDER, August 31, 1935 


AREN(’T 


Lm Mie TOO: 


sta lts “yf Ayied PiwS ewe TED 
POR EE, | 





COLOR BLIND 


Most people are thrilled and appealed to by the 
bright, vivid hues to which you, and I, and all who 
have normal vision are accustomed. Few people see 
either sunsets or merchandise in the gray and black 
tones of the color blind. 

Color is one of the ablest aids to selling that can be 
secured. If that Color is right! 

Surpass Blue and Surpass Brown have been care- 
fully chosen to match the requirements of current 
fashion modes. They are in line with the dictates of 
today’s best stylers and designers. And in the short 
time they have been in production they have won an 


SURPASS 
BLUE 






acceptance that is amazing! Firm textured . . . silky 
... fine grained. ... Surpass Blue and Surpass Brown, 
as well as Surpass Black Glazed Kids have the uni- 
formity, the quality and the leather characteristics 
that have been recognized as Surpass standards for 
nearly half a century. 

Enlist these sales aids in your battle for shoe 


profits! 

The Surpass Leather Company, Philadelphia, 
Pennsylvania. Branch Offices in New York, Boston, 
Cincinnati, St. Louis, and Milwaukee. Agencies in 
London, Paris, Basel, Milan and other foreign cities. 


SURPASS 
BROWN 
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” 


“It has materially increased sales 


say Hanan & Son of this effective 


display on Kids shoes for men 





Complete details of this un- 











usually successful promo- 
tion on men’s kid shoes will 


besent promptly on request. 


KIDSHIN TANNERS 


47 W. 347 St.. New York City 
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Marrone 
Sunbisque 
Cornhusk 
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Prairie 

Paris Grey © 
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Araby Gree" 
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Cream 
Chaudron 
Black .--- 
Luggege Tan - 


Deauville Red 


Touquet blue re ; 


Biarritz Green 
Lido Violet 


Forget-me-not Blue .-- 


Arbutus Pink 
Green Bu 
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Jade Green fi - vf 


Parchment agate 


_ Pink 


Apple Green .-: 


Lettuce Green 
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BASIC COLORS 
Baby Alligator 
Glazed Kid Doeskin Pig Grain Grain 
50 901 750 710 
32 772 
34 be 
190 990 
19\ 
222 922 
223 be 
\77 977 
137 936 
445 957 
163 961 
: 910 
927 
900 
9\1 
Black 
921 


CASINO COLORS 

45 945 
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Pick your winners in best selling colors 
for Spring. 


The race is on! 


Women’s Shoe and Leather 
Colors for Spring 1936 


TEN new high fashion shades for women’s shoes were 
selected for Spring, 1936, at the recent joint meeting 
of tanners, shoe manufacturers and retailers held in 
cooperation with The Textile Color Card Association. 
All of these new colors are based upon personal re- 
search done by Margaret Hayden Rorke, managing di- 
rector of the color organization, during her recent visit 
to leading European fashion centers. Following is a 
complete list, with merchandising and fashion notes, 
of the new high style shades and the basic colors for 
the volume trade, previously chosen. 


Caramel Brown . . . . New light brown reflecting the 
decided fashion interest in warm lighter versions of 
brown both in costumes and accessories. Used alone 
or in combination with Sunbisque. 


Ginger Brown (repeated color) . . . . This important 
golden brown, introduced last season, is growing in 
favor as a high fashion color. Has added recognition 
because of the increasing acceptance of fabrics as well 


* 
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Industry Selects 


Tanners, Shoe Manufacturers and Retailers, 
in Cooperation With Textile Color Card 
Association, Choose Shades to Speed the 


Sales of Men's and Women's Footwear 


Used alone and in com- 
Especially adapted to 


as shoes in this ginger tone. 
bination with Chamois Yellow. 
sueded leathers. 


Luggage Tan... . Smart interpretation of new lug- 
gage or saddle type of color for both sports and town 


wear. Particularly adapted to smooth leathers. 


Chamois Yellow (repeated color) .... Again strongly 
recommended because of its success as a high fashion 
color this past Summer. In addition to being a smart 
sports shade, it also fits into the pastel group of 
“Bouquet Colors” for more formal Summer wear. Has 
special style significance in combination with Chaudron, 
the new copper tone. Also used alone and combined 
with Ginger Brown, Bourbon or Marine Blue. 


Chaudron .... This important color with its French 
name, meaning “copper kettle,” introduces the new 
fashion movement for copper and capucine shades in 
leather. It will have decided promotional interest alone 
or in combination with Chamois Yellow or white. In 
addition to providing a new accent to white and light 
yellow sports costumes, it is a dashing accessory color 
to town clothes in navy, Oxford gray or tweed mix- 
tures. Particularly adapted to sueded leathers and 
to the peasant type of shoe. 


Oriental Oxblood (repeated color) .... The high 
fashion approval of this lighter tone of the oxblood 
range again brings it into prominence for the all-over 
shoe, as well as for combination with white in sports 
shoes. Continues smart as an accent to tailleurs in 
navy, Oxford gray and tweed mixtures. 


Marine Blue (repeated color) .... This clear navy 
tone retains its great popularity because of the con- 
tinued importance of the blue family in costumes. In 
addition to its wide use for townwear, it has added 
significance for sports shoes in combination with white 
or Chamois Yellow. An especially smart interpretation 
is the Marine Blue sports shoe of sueded leather with 
white trimming. 


"Casino Colors" . . . . The brilliant primitive hues 
in this group have considerable fashion importance 





















BOOT AND SHOE RECORDER, August 31, 1935 


SHOE COLORS 
for SPRING 


for sports shoes, alone or in combination with white. 
They are especially suitable for peasant styles, which 
are increasing in favor. Also used for sandals to be 
worn with harmonizing prints, or as a contrast to 
white and other summer costume colors. 

This new collection having a strong promotional 
value comprises: Touquet Blue, a purplish cornflower 
tone; Deauville Red of yellowish cast; Lido Violet, re- 
flecting the smart bluish note, and Biarritz Green, a 
clear vibrant tone. 


"Bouquet Colors"... . This smart “garden” group 
highlights new interpretations of positive pastels 
adapted to more formal Summer shoes. These light 
leather shades harmonize with pastel colors in plain 
or printed fabrics. 

The “bouquet” tones, which may be used alone or 
in combination with each other, comprise Forget-Me- 
Not Blue, Arbutus Pink of slight mauvish cast, and 
Greenbud, a yellowish tone. Chamois yellow also falls 
into this classification. 


Marrona (repeated color) .... Increasingly impor- 
tant as a rich medium brown for volume business. 
Used alone or in combination with Sunbisque. 

Indies Brown (repeated color) .. . . Remains the best 
staple shade for dark brown leather requirements. 


Bourbon (repeated color) .... Retains its popularity 
in the important group of russet-toned leathers. Widely 
used for sports shoes in combination with white or 
Chamois Yellow. Also appropriate for the all-over 
shoe. Smartly worn with tailleurs in navy, Oxford gray 
and tweed mixtures. 


Sunbisque . . . . Selected as an intermediate beige to 


be used for combination purposes, especially with 
brown leathers. 


Notes .... While the all-white shoe remains impor- 
tant, it is receiving increased competition from white 
in combination with the fashionable _russet-toned 
leathers, as Chaudron or Bourbon, or with Marine Blue. 


* *% *% 
Black leathers continue important for general wear, 


but their volume is lessened by the growing acceptance 


of color. 
* * % 


For gray leather requirements, neutral tones like 
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See the favorite contenders for Spring selling 
honors at the Leather Show. 


the light Paris Gray and the darker Flintgray (Spring, 
1934, Shoe and Leather Card, Women’s) are recom- 
mended. These shades are used alone or in combina- 


lion. 


When a darker green is wanted than Biarritz Green 
in the group of “Casino Colors.” Araby Green (Fall, 
1935, Shoe and Leather Card, Women’s) is 


mended. 


recom, 


MEN’S SHOE COLORS 


The 12 colors listed below comprise the new and re- 
peated shades for men’s shoes chosen for Spring, 1936, 
by the joint committee of tanners, shoe manufacturers 
and retailers in cooperation with The Textile Color Card 
Association. 

To assist the shoe and leather industries in the sue- 
cessful promotion of these Spring shades, Margaret 
Hayden Rorke, managing director of the color organiza- 
lion, calls attention to the following merchandising 
notes applying to each shade: 


“Town and Field Colors” 


Saddle Tan . . . . New rustic shade taken from lug- 
gage and saddle coloring, for use in plain smooth 
leather. Best adapted to town and country shoes fitted 
with harness stitching and restrained perforations, the 
latter often underlaid with darker brown to match 
brown soles and pipings. For limited use in early 
Spring except in West and South, where it will have 
wider use. 

[TURN TO PAGE 110, PLEASE] 
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QUALITY AND STYLE 


Shoe Producti by Eagle-Ollewa 


O DISPLAY— WALDORFEF-ASTORIA — SEPT. 
Display of American Leathers an d Joint Styles Conference 





“For Enhancing the Value of Footdress” . .. our entire line of Shoe 
Products will be displayed at our Booth 7 in the Waldorf-Astoria in New 
York, Sept. 9-10, during the Display of American Leathers. These Shoe 
Products, in addition to our fine line of Eagle Calf (smooth) and Alaric 
Calf (boarded), include Ottawa Sides, Wolverine Prints, Indian Head 
Patent, Suede Upper, Smooth and Oozed Lining Splits, Flexible Innersoles 
and Vegetable Lining Calf .. . all Quality Products. 
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Gun Metal Sides, both in the > 

smooth and grains, have the F 

quality look and durability re- a 
quired for the popular grades ° ‘ 

of Men’s and Boys’ Shoes ae 


Eagle Calf comes in smooth, 
also Scotch Grain, black and 
colors; and its companion, 
Alaric Calf, with its hand 
boarded grain, gives distinc- 
tion to men’s, women’s, and 
children’s dress and sport 
J ~Q shoes. 
— 
~ , 
Sa\ od s 


YORK 


te 
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Seventy years of tanning 


leather for real good shoes. . . . Quality Products that will back up the 





goes into the making of real good 
] 


carefully selected and crafted into the finished product by expert workmen. 


attend the Leather Show in New York, Sept. 9-10. 


TANNERIES AT GRAND HAVEN AND WHITEHALL, MICHIGAN 














Exhibit Committee 
Tanners Council of America 


James J. Lyons, Surpass Leather Co. 
Chairman 


James T. McCauley, Allied Kid Co. 


George H. Mealley, The Ohio Leather 
Co, 


Robert H. Mellin, A. C. Lawrence 
Leather Co. 


Frank H. Miller, G. Levor & Co., Inc. 
Louis J. Robertson, Robertson, Inc. 


Adams Buckskin Co., Inc. 
Johnstown, N. Y. 

Agoos Leather Cos., Inc. 
Boston, Mass. 


Allied Kid Company 


Standard Division, Boston, Mass. 
McNeely & Quaker City Divisions, Phila., Pa. 
New Castle Division, New York City 


Amalgamated Leather Companies, Inc. 
Wilmington, Del. 
William Amer Company 
Philadelphia, Pa. 
American Hide & Leather Co. 
Boston, Mass. 
Armour Leather Co. 
Boston, Mass. 


Peter Baran & Sons, Inc. 
Harrison, N. J. 
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PARTICIPATING TANNERS 


J. S. Barnet & Sons, Inc. 
Boston, Mass. 

Barrett & Co. 
Newark, N. J. 


Bayer Brothers Leather Co., Inc. 
New York City 


Lucius Beebe & Sons, Inc. 
Boston, Mass. 

Beggs & Cobb, Inc. 
Boston, Mass. 


Hugo Brand Leather Co. 
Brooklyn, N. Y. 


Brandt Leather Corp. 
Norwood, Mass. 
N. Brezner & Co. 


Boston, Mass. 


Burk Brothers 


Philadelphia, Pa. 


W. D. Byron & Sons of Maryland, Inc. 


Williamsport, Md. 


Carr Leather Co. 


Peabody, Mass. 





Colonial Tanning Co. 
Boston, Mass. 
Dimond Kid Company, Inc. 
Boston, Mass. 
F. C, Donovan, Inc. | 


Boston, Mass. 


Dungan, Hood & Co. | 
Philadelphia, Pa. 

Eagle-Ottawa Leather Co. 
Whitehall, Mich. 


Essex Tanning Co. t 
Peabody, Mass. 


John R. Evans & Co. 
Camden, N. J. 


Robert H. Foerderer, Inc. ( 
Frankford, Philadelphia, Pa. 
A. F. Gallun & Sons Corp. K 


Milwaukee, Wis. 


Goniprow Kid Co., Inc. A 


Lynn, Mass. 





Griess Pfleger Tanning Co. 
Boston, Mass. 
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New Colors in American Leathers 


For Spring, 1936 
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Gutmann & Co. 
Chicago, Ill. 


Henry Halle Tanning Co. 
Newerk, N. J. 


L. H. Hamel Leather Co. 
Haverhill, Mass. 


Hamilton Kausel Co. 
Peabody, Mass. 

Hiteman Leather Co. 
West Winfield, N. Y. 

E. Hubschmann & Sons, Inc. 
Philadelphia, Pa. 

Hunt Rankin Leather Co. 
Boston, Mass. 


1. M. Kaplan, Inc. 


Boston, Mass. 

C. D. Kepner Leather Co. 
Boston, Mass. 

Kossbeck Leather Co. 
New York City 


A. C, Lawrence Leather Co. 
Peabody, Mass. 


G. Levor & Co., Inc. 
New York City 








Lord Tanning Company 
Woburn, Mass. 


McNeely & Price Co. 
Philadelphia, Pa. 


Mitchell & Peirson, Inc. 
Philadelphia, Pa. 

Monarch Leather Co. 
Chicago, Ill. 

R. Neumann & Co. 
Hoboken, N. J. 

Northwestern Leather Co. Trust 
Boston, Mass. 

The Ohio Leather Co. 
Girard, Ohio 

Herman Roser & Sons, Inc. 
Glastonbury, Conn. 

John J. Riley Co. 
Boston, Mass. 

Robertson, Inc. 
New York, N. Y. 

Fred Rueping Leather Co. 
Fond du Lac, Wis. 


Scherer Leather Co. 
Cudahy, Wis. 


Official Opening of American 
Leathers for Spring, at the Wal- 
dorf-Astoria, New York, Sept. 
9-10, Will Establish Record for 


Number of Exhibitors, With Sixty- 
Two Tanners Participating 


Seton Leather Co. 
Newark, N. J. 


Samuel Shapiro 
New York City 


Surpass Leather Co. 
Philadelphia, Pa. 
Thayer Foss Company 


Boston, Mass. 


Albert Trostel & Son Co. 
Milwaukee, Wis. 


Verza Tanning Co. 
Peabody, Mass. 
Winslow Brothers & Smith Co. 


Norwood, Mass. 


Richard Young Co. 


New York, N. Y. 
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ON DISPLAY @ BOOTH 34 a WALDORF ASTORIA e NEW YORK 





SEPTEMBER NINTH AND TENTH 






DISPLAY OF AMERICAN LEATHERS @ JOINT STYLES CONFERENCE 


aad the RESULT you get — 


is an authentic combination of sparkle and style that aids in creating con- 





sumer demand both in the window trim and at the fitting stool. The utmost 
in quality is there, too, for the Stylist can have no less if he is to give his 
distributors a sound foundation upon which to build Customer Loyalty! 


THE () H | a LEATHER COMPANY 


c OM P gE C8 8-V 06-8 “ON FINE CAL F LEATHER S§S 
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Sulerpretalion of the Deend 
of Style for Spring, 1936 




















call PROGRAM of gradual change from the 
Spring and Summer season of 1935 to the Spring 


and Summer season in 1936 has an opportunity of 
being better arranged because of the early date of 
the Styles Conference—Sept. 9 and ]10—than it would 
be if memory of this season’s successes were forgotten. 
Changes for the better must be progressive and not 
radical. But change there must be—in color and 
design. 

So the industry, in all its branches, gets together 
in anticipation of a new and better Spring and Sum- 
mer, 1936, through stimulation of public buying in- 
terest. Long-range planning, promotion and market- 
ing is possible when the firm foundation of leather 
and colors is made the considered opinion of the best 
minds of the industry. 

Boot aND SHOE RECORDER designs and presents 
a collection of styles for the advance season in the 
hope that they may prove a guide to a profitable pro- 
motion well in advance of the time when the current 
of fashion carries them into the stream of trade. The 
eventual customer at the fitting stool will receive the 
full benefit of industry’s long range planning. 

This is our first presentation of pull-overs and 
serves as a pre-conference interpretation of the trend 
of style for Spring, 1936. 
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PORTFOLIO 


$ 


PULL-OVERS 
featuring 


American Leathers 






























Perforated BRAID |ll. 
= Tite Blue Or 


THIS four-eyelet tie comes first in our portfolio be- 
cause it is, without question, the most saleable of 
Spring shoes. Color, leather, type, pattern, treatment, 
and last are all sure to spell volume. 

But note the details that give it the 1936 flair. Per- 
forations, to be smart, must be different. And these 
tiny perforations, underlaid in a lighter color, give the 
effect of narrow braid. 

The sweeping lines of this braid trimming subtly sug- 
gest the military note sounded in the Paris Openings. 
We borrowed the design right from the uniform of a 
British Grenadier guard! 

Underlay in this case is a lighter blue. The touch 
of lightness that gives the freshness of Spring. 
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MARINE BLUE KID 







ALLIED KID COMPANY 
McNeely Division 
Newcastle Division 
Quaker City Division 
Standard Division 

AMALGAMATED LEATHER 

COMPANIES, INC. 

JOHN R. EVANS & CO. 

SURPASS LEATHER CO. 












BLACK KID 










ALLIED KID COMPANY 
Quaker City Division 
AMALGAMATED LEATHER 

COMPANIES, INC. 
WILLIAM AMER COMPANY 
JOHN R. EVANS & CO. 
G. LEVOR & CO., INC. 
SURPASS LEATHER CO. 
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In Spring colors the lead is played 

by navy for early Easter selling. 

But the newest color excitement is 

in the brown family, where all the 

lively, ruddy and rusty browns give 

us a fresh new field for fashion pro- 
motion. 
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feathers of this type 


ate manufactured 


by 


MARINE BLUE CALF 


AMERICAN HIDE & LEATHER 
CO. 


BARRETT & CO. 
HITEMAN LEATHER CO. 


E, F. HUBSCHMANN & SONS, 
INC. 


R. NEUMANN & CO. 

OHIO LEATHER COMPANY 
FRED RUEPING LEATHER CO. 
ALBERT TROSTEL & SON, CO. 
VERZA TANNING CO. 




















Coattueches Cut-Out ... 


an Ate 


The patterns feature in this port- 
folio are new strap treatments, the 
tongue shoe, the D'Orsay line. 
Military and Renaissance themes 
give new design interest. Air-con- 
ditioning of 1936 emphasizes con- 
structed cut-outs, slashes and novel 
treatments of perforation. 











ug CALF 


Tus model blends two patterns—the broad strap and 
the sandal, with constructed cut-outs to give the newest 
form of air-conditioning. 

While the pull-over is lightweight navy calf, it could 
also be developed in navy suede for more limited sell- 
ing. And while the heel is high in our model, it might 
also be made on a 13/8 or medium heel. 

As a Spring suit shoe, we believe this model has 
great possibilities. For while nothing can take the 
place of ties, strap shoes are coming up steadily. And 
for your smartest customers, especially, straps have a 
newer appeal than oxfords. 
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br 
High Style promotion 


Leathers of this type 
factured 


are mank 


by 


AMERICAN HIDE & LEATHER 
CO. 
BARRE! & co. 
AWA LEATHER CO. 

ATHER CO. 


ANN & SONS, 


EAGLE-OT! 
HITEMAN LE 
E. F. HUBSCHM 


(NC. 
R. NEUMANN % CO. 


OH\O LEATHER COM 
FREO RUEPING LEATHE 
3, SCHORN COMP 
ROSTEL & SO 


PANY 
R CO. 
ANY 


N. 
N CO. 


ALBERT T 


hese patterns express th 
ailers will puy thi 


women want 
Last season, there W° a re 
fancy, fussy patterns- 1 over the cou 
are asking for shoes with less on them and 

s these dramatize new 


Models as simple 4 
Jeathers and hoe making- 


Bor of t 
Ss comin 


action aga 
tomers 


good $ 


monk type with 


choe—but it’s suc 


for Spoes can 


. 


he pest-selling c 


ns t 
. lively color range 


shoes new- 
with navy 25 








em of this “ype 


ate manu facta ted 


by 
INDIES KID 


ALLIED KID COMPANY 
McNeely Division 


ewcastle Division 
Quaker City Division 
Standard Division 

AMALGAMATED 


SUNBISQUE TRIM 


ALLIED kip COMPANY 


AMALGAMATED LEATH. 
ER C S 


Lhe - Mot; 


= 


thes KID y;// & a 





ua 


toque LUSTRE TRIM 


yi A lilitary rs lot. ‘ 


ee 
on this 


from 
an excitin 


8 design idea. 


ne Ch a udron 
Ct 
&; Tain cl Brown 





YS 


























White wa 


a nical Deeatuent 
And The - Ss em Shoe 


HERE, as you see, is the same pattern worked 
} i‘ three ways. First, blue or brown kid with dis- 
Tas ets of this type creet touches of white kid; then the opposite 
combination in kid-suede with kid; and, third, in 
all-white kid. The pattern, a Theo tie with the 
ate manufactured D’Orsay line, gives a fresh new silhouette. Gros- 
grain bows are another 1936 note. 
The first of the three treatments—white on 
} dark-—has made a special place for itself as a 
4 follow-up to the Easter shoe, and as a Summer 
town shoe. It’s an idea that gets extra business, 


ALLIED KID COMPANY and, therefore, deserves continued promotion 








Newcastle Division next season. But the phrase, “discreet touches,” 
hentia! Ditutetan is important. We have had too many mad, 
magpie shoes with white trimmings. The white 
AMALGAMATED LEATHER must be handled with care! 
On the white shoe with color, the trim might 
COMPANIES, INC. be blue, brown or one of the high shades. There 
is a rising demand for these combination effects. 
WILLIAM AMER COMPANY All-white remains the most successful Southern 


and Summer shoe. 
i JOHN R. EVANS & CO. A trio of shoes like this has great promotional 


possibilities. When you sell cne, you can inter- 

G. LEVOR & CO., INC. est your customer in the others. If she likes 
SURPASS LEATHER CO. the pattern and the fit, the chances are she will 
buy two pairs at the same sitting . . . or come 


back later for the same model in a different 
color scheme. 



















cathers of this type 


ate manufactured 
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AMERICAN HIDE & LEATHER 
CO. 


COLONIAL TANNING CO. 
EAGLE-OTTAWA LEATHER CO. 
SETON LEATHER CO. 





Black 


At Its Smartest in PATENT LEATHER 
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BLACK patent was the dark horse of last Spring. 
Black patent is a favorite for this Spring. When we 
saw the smart women who wore it in the Easter Parade 
of 1935, we had no doubts about patent for this next 
Easter’s fashions. 

A sandal pattern, with or without its touch of white, 




















leads the list. But patent one-eyelet ties and patent 
pumps are also right up front. 

This little flat-heeled pump with the grosgrain bow is 
the most extreme form of the patent pump fashion—a 
style, obviously, not for every store. Black patent as 





















a trimming is a safe bet in all grades. 
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LIZARDS and REPTILES 


RED shoes may mean danger to the average store, but 
to a store with a fashion-conscious clientele, they can 









mean business. The best use of the red shoe for Spring, ALLIED KID COMPANY 
bi as we see it, is in a simple, all-over pattern. It should Standard Division 
Fe be exploited as a contrast shoe, tied in with other red 
Ht accessories. Red shoes with blue, beige or gray. AMALGAMATED LEATHER 
Oxblood in lizard is a potential successor to oxblood COMPANIES, INC. 






in alligator this Fall. Reptiles are on the up and up 
and high color is ultra-smart in a reptile leather. 

This lizard pull-over is trimmed with heavy saddle 
stitching in a slightly lighter shade. It carries a sug- 
gestion of the D’orsay cut, a very important Spring 
silhouette. 

We show a one-strap pattern three times in this port- 
folio because it is relatively that significant as a pat- 











tern theme. 
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THIS Spring we can expect great things of the lively 
browns. The nappy surface of a reverse leather is 
by well adapted to this bright brown. This town and 
country model shows two ideas—the inset Kiltie tongue 
and the strap passing under the loop. It’s heel is that 









AMERICAN HIDE & LEATHER newly important fashion height, the 15/8 Cuban. 
CO. The Color Card Committee did not recommend a new 
CARR LEATHER CO. gray . . . and for good reasons. In the first place 
GUTMANN & CO. there are plenty of good grays already available—- 
HITEMAN LEATHER CO. and in the second, gray is tricky business only adapted 
R. NEUMANN & CO. to a few leathers. The one best gray selection, we 





believe, is gray in a medium-light shade of suede- 


FRED RUEPING LEATHER CO. finished leather and in a semi-tailored “suit” shoe. 
N. J. SCHORN & CO. We include it here because we believe it has a certain 


limited part to play in the Spring scheme. 







She IMPORTANT Keverse LEATHERS 





Bouguet Cae 


a 
KID SUEDE 


Sreathers of this type 


ave manufactured 


Sa Ses: ee 


KID SUEDE 
ALLIED KID COMPANY 
Standard Division 


AMALGAMATED LEATHER 
COMPANIES, INC. 


G. LEVOR & CO. 


dn wath ar Seen east te St Rocca RRR I ad Soe 





CALF TRIM 


AMERICAN HIDE & LEATHER 
CO. 
EAGLE-OTTAWA LEATHER CO. 
E. F. HUBSCHMANN & SONS, 
INC. 
KANGAROO 


RICHARD YOUNG & CO. 


Chas 


KANGAROO 


silt Teal 


BROWN CALF 


he South and Summer . 


BouQuET colors in Kid-Suede; three new pastels all blossom out 
together in this cruise shoe. Forget-Me-Not Blue, Arbutus Pink and 
Greenbud form the interlaced strips of a sandalized oxford. This is the 
one really “fanciful” shoe on our portfolio. For balmy afternoons and 
evenings are the times when balmy shoes belong! 





CHAMOIS Kangaroo with Rust Brown Calf; Chamois has a charm for 
spectator wear that we only just began to appreciate last Summer. Its 
best use is in combination with a bright brown. The pump in which it 
is made would also be adaptable to white combinations. Note the tear 
drop perforations to give a new flair to the favorite tip and fox treatment. 








Luggage Jan 
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GLAZED PIGSKIN 
sh vdhe of this type 


ate manugactured 






by 


PIGSKIN AND PIG GRAINS 






ALLIED KID COMPANY 
Standard Division 


BARRETT & CO. 
EAGLE-OTTAWA LEATHER CO. 
R. NEUMANN & CO. 









MOROCCO GRAINS 


AMALGAMATED LEATHER 
COMPANIES, INC. 


BARRETT & CO. 
OHIO LEATHER COMPANY 
R. NEUMANN & CO. 
ALBERT TROSTEL & SON CO. 


Cae Cie 


hw in 
MOROCCO 












“ / \Vovelties 0 the esort ie 


LUGGAGE Tan in Glazed Pigskin came out first in handbags—this light, 
lively color you see in luggage shops. It’s a natural for the Southern 
season in smooth calf, reverse calf and a number of grained leathers. 
We like it especially in this luggage-finished pigskin, a tone darker than 
the usual pig color, highly glazed to make it still newer. Note the square 
toe, the square perforations and the open back in this spectator sandal. 











THE winning high shades for the novelty shoes of this season will be 
Deauville Red, Touquet Blue, Lido Violet and Biarritz Green. We chose 
Touquet, the bright cornflower color, for this unusual shoe, trimmed with 
a cool touch of white. The model, with its high tongue and slashes, is 
today’s adaptation of a historic Renaissance shoe. 





















pote aa of this type 
E..F. HUBSCHMANN & SONS, 


ate manufactured INC. 
R. NEUMANN & CO, 






by OHIO LEATHER COMPANY 
FRED RUEPING LEATHER CO. 

N. J. SCHORN & CO. 

ALBERT TROSTEL & SON CO. 











CRUSHED CALF 








AMERICAN HIDE & LEATHER WHITE and TAN ELk 








CO. 
BARRETT & CO. 
EAGLE-OTTAWA LEATHER CO. EAGLE-OTTAWA LEATHER CO. 
A. F. GALLUN & SONS CORP. A. F. GALLUN & SONS CORP. 






GUTMANN & CO. 
\ NORTHWESTERN LEATHER CO. 






TRUST 


“White ELK 
—raturing 


CLASSIC perforations 







ELK is a boys’ leather—sturdy, washable and 
smart ... and white is getting to be very much 
a boys’ color. Witness its popularity this Sum- 
mer. The wing-tip brogue with medallion per- 
forated tip is very much a boys’ shoe and so is 
the other variation—the black and white saddle 
“College” shoe—that all the high and grammar 
Saas school boys are wearing. The popular tan and 
smoked elks are very good outing leathers, ideal 
for the many outdoor activities. 
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CRUSHED CALF 


| featuring the on 
CALF TONGUE 
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feathers of this type 


ate manufactured 
by 


AMERICAN HIDE & LEATHER 
Co. 


EAGLE-OTTAWA LEATHER CO. 
A. F. GALLUN & SONS CORP. 


E. F. HUBSCHMANN & SONS, 
INC. 


HITEMAN LEATHER CO. 
OHIO LEATHER COMPANY 
FRED RUEPING LEATHER CO. 
N. J. SCHORN & CO. 
ALBERT TROSTEL & SON CO. 
VERZA TANNING COMPANY 


addi. Tan 


CALF 













_/ BLUCHER... 











The magazine background courtesy 
publishers "Country Life" 


= the est English Tradition 


... and when a Blucher is detailed properly, it is indeed a gentleman’s shoe. Here 
is one that is refinement itself and illustrates the extreme custom smartness of 
harness detailing. In it you will see the splendid, close-cropped, English custom 
sole and shank. It embodies all the roominess about the throat so desirable in the 
Blucher pattern. The hand-sewn smartness of its stitching and the perforations 
on the tip remove it far from the class of the ordinary Blucher. This is the toe that 
is best adapted to the Blucher pattern, save perhaps the original plain toe. There is 
a grace and dignity to the way in which the perforations seem to grow from the 
broad tip—a good walking tip, too; and along the edge discreet pinking makes a 
very attractive break. In the expanse of vamp, which this time is not too short, 













reposes all the beautiful break inherent in a good piece of calfskin. Yes, sir, here is 





a gentleman’s shoe. 
A word about color. It is good in any of the tans or browns that are so numercus 





and so smart this year, but see it as the camera did in saddle tan. No—the camera 


didn’t lie. All that color and texture and more are yours in a good piece of calfskin, 
smooth, boarded or in the more natural grains. 













Waar is the ideal street shoe? There is a question to stop any 
shoe man. Is it a high style shoe or it is a shoe that feels just as Leds of this tome 
good on the foot after eight hours’ tramping on a hard pavement? We 
Most of us will agree that it is a combination of both—with leather, 

wood and design all playing their important parts. Here is an ate manugactured 
oxford that seems to fill the bill with a modicum of smartness that 







must be inherent in a successful style shoe. 

It’s in kid, and kid is the leather to show off the depth of color by 
to be found in good Spaniel Tan—which color seems to be made 
for its smooth surface. From the photograph, it is obvious that it KID 






is a quality shoe. Note the magnificent lasting and handling of the 
throat; and the expertness of the stitching and perforations. The 












sole shows a new welting. This time, a hand-sewn cable stitch ALLIED KID COMPANY 
composed of several strands of thread and spaced at intervals of McNeely Division 
about one-half inch. 


It’s kid. It’s Spaniel Tan, and it’s smartness itself for street wear. 





Newcastle Division 


Quaker City Division 







AMALGAMATED LEATHER 
COMPANIES, INC. 


JOHN R. EVANS & CO. 
SURPASS LEATHER CO. 








KANGAROO 






RICHARD YOUNG & CO. 


Spaniel 


Tan 
KID 


or 
KANGAROO 











TUN SMARTNESS {0c STREET 








Setter Brown is the rich new red-brown 
shade with that warm undertone that 
everyone was looking for last year. We 
first saw it in an expensive English-made 
country shoe and you may take our word 
for it that the new swatches match the 
English original very closely. See this 
shoe in Setter. It's a grand reversed 


leather. 


Developed 


In 
Setter Brown 
Ke erensad 


Calf 


Side 
Leather 


ab cable of this type 


ate manufactured 


by 


AMERICAN HIDE & LEATHER 
co. 


CARR LEATHER CO. 
EAGLE-OTTAWA LEATHER CO. 
A. F. GALLUN & SONS CORP. 
GUTMAN & CO. 

HITEMAN LEATHER CO. 

R. NEUMANN & CO. 

FRED RUEPING LEATHER CO. 


wo Cyclet MONK... 


ua “@ Pe 


HERE'S the most interesting sport shoe that 1935 produced, and 
it looks like the favorite for Spring, 1936. It’s a two-eyelet monk 
and a thoroughbred, and you should know all about it. Here is its 
pedigree. It may be found in practically every price range, and 
by its clever proportions you will know it. The shoe illustrated is 
from a popular-priced line and seems to be the ideal—not too heavy 
yet substantial and indicative of long wear. Correct detailing calls 
for stitched welt sole, solid leather heel, cable or braided lace with 
tassel of reversed calf, and it can be worn with or without a kiltie 
tongue of the same material. 

It is the smartest shoe we have seen in reversed leather—calf or 
side. It is good in Greyhound or Spur and excellent in Setter Brown, 
Harness, Retriever Brown and Bourbon. Some of the faster shops 
will doubtless sell it in real bright colors with good results. 

This remarkable sport shoe is quite the “third” for which we 
were seeking this Summer. It is smart with rough tweeds and 
country chevicts and is good as an accent with flannels. Conserva- 
tive dressers have definitely taken it up, and the college crowd says 
that it dances very well. Taken all in all, it is a smart shoe for 
stock and a profitable shoe to sell. 

The two-eyelet monk was the natural development of the monk 
idea and the logical one for use in reversed leather. It has sold 
equally well in both the custom and volume grades. 
























Sek Bloc 


ealutin 


Reversed Calf 








m8 tL. ES a THE tuxedo pump in reversed calf, for wear 


with lightweight tuxedo and dancing clothes, 
is a most important development since it 


TF tlhe of ii: type marks the advent of color in reversed calf 


shoes for men. Featured in Deck Blue, it is a 





d smart black under artificial light. It is 
ate manufacture shown also in Burgundy, Setter Brown and Champagne—for wear with 
the gayer colored evening jackets. 


WHITE BUCK THE ccmbination has returned . . . a high style development of the 
G. LEVOR & CO. classic white buck and calf in combination. This time it is Vintage—a 
RICHARD YOUNG & CO. brownish cordovan type—so smart with the new dark maroon shades in 
men’s apparel. Detailed for an extremely high-grade shoe, it features genu- 
ine white buck with Vintage calf plain tip—and restrained inlaid Vintage 











BUCK TYTes calf quarter. The richness of the brown emphasizes the excellent texture 
AM. HIDE & LEATHER CO. and body of the white buck. This high style combination may be reversed 
CARR LEATHER CO. to relieve the monotony in a sport shoe wardrobe. 
EAGLE-OTTAWA 





LEATHER CO. W, 7 y, 7): 
GUTMANN & CO. 
HITEMAN LEATHER CO. tle BUCK aun walage CALF 
F, RUEPING LEATHER CO. 
SETON LEATHER CO. 
AL. TROSTEL & SON CO. 
VERZA TANNING CO, 





The Magazine background courtesy "The Sportsman" 










CALF TRIM 


AM. HIDE & LEATHER CO. 

EAGLE-OTTAWA 
LEATHER CO. 

E. F. HUBSCHMANN & 
SONS, INC. 

AL. TROSTEL & SON CO. 













DECK BLUE REVERSED 
CALF 


AM. HIDE & LEATHER CO. 
CARR LEATHER CO. 
VERZA TANNING CO. 
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COLORS FOR 1936 
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l t @ footwear has increasing popularity. Its ultimate popularity, and that 


of the shoe manufacturers and shoe retailers who sell it, will depend 
on basic quality. Amalgamated White, in both glazed and charmooz 
kid, differs essentially from other whites because it is tanned white, 
and consequently has a permanence which resists soiling, is easy to 
clean and does not yellow. The shoes you make and sell owe a defi- 
nite percentage of their ultimate popularity to the materials with 


which they are made. 

C | ae & THE ACCEPTED COLORS FOR SPRING AND SUMMER ARE 
Clared Ed Charmooz il, 
No 


. 81 —White Glazed No. 981— White 
No. 176—Indies Brown No. 982— Buckid 

. 123—Marrona Brown No. 985—Chamois 

. 75 —Neutral Brown No. 935—Blue 

. 159—Marine Blue No. 987—Green 

. 259—Navy Blue No. 924—Red 

. 359—Eagle Blue Pastel Shades 

. 540—Green i a a 

. 265— Dubonnet Linings 
Satin Mat Amalac and Amalco 
Black Glazed Kid Genuine Reptiles 


GOLD PAISLEY (dyeable) 
SILVER PAISLEY (dyeable) 
GOLD KID 


SILVER KID 
<b Dl ap 


AMALGAMATED LEATHER COMPANIES, Inc. 
BOOTH Ns sae ate 
Official Opening 
AMERICAN 
LEATHERS 


September 9-10, 1935 
WALDORF-ASTORIA 
NEW YORK 
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“Know Your Leathers —A 
BOOT AND SHOE 








1—Adams Buckskin Co., Inc. 


Johnstown, N. Y. 
2—Agoos Leather Cos., Inc. 


Boston, Mass. 


3—Allied Kid Company 
Standard Division, Boston, Mass. 
McNeely & Quaker City Divisions, Phila., Pa. 
New Castle Division, New York City 


4—Amalgamated Leather Companies, Inc. 


Wilmington, Delaware 


\ 5—William Amer Company 


Know your leathers and you Philadelphia, Pa. 
will be better equipped to buy 6—American Hide & Leather Co. 










the shoes that you can sell suc- Boston, Mass. 
cessfully and profitably. Read 7—Armour Leather Co. 
the advertisements of the tan- Boston, Mass. 






ners in BOOT AND SHOE 
RECORDER. See the new Spring 8—Peter Baran & Sons, Inc. 


















leathers on display at the Mewieen, 
Waldorf - Astoria, New York, 9—J.S. Barnet & Sons, Inc. 
Sept. 9-10. Then select from Boston, Mass. 

the lists and advertisements in 

this section the leathers and eet . Co. 

colors in which you are inter- tgpiony 

ested. Note the numbers op- |1—Bayer Brothers Leather Company, Inc. 
posite the tanners' names on New York City 

this and the following page and 12—Lucius Beebe & Sons, Inc. 
check on the wae — Seton, flees. 

numbers of tanners from whom 

you would like to receive 13—Beggs & Cobb, Inc. 





Boston, Mass. 





swatches. Mail the coupon to 
BOOT AND SHOE RECORDER 14—Hugo Brand Leather Co. 


and we will do the rest. Brooklyn, New York 
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LJ 0G | am interested in the leathers and colors of the following lines. Please send me 
O | swatches and information on the checked numbers. 
fy | 
i a em c 1) —2—3—4—5 —6—7— 8 — 9 — 10 — I — 12 — 13 — 14 — 15 — 16 — 17 — 18 — 19 
© 7 
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Sample Service for 
RECORDER Readers ___ 


15—Brandt Leather Corp. 


Norwood, Mass. 


16—N. Brezner & Co. 


Boston, Mass. 


1 7—Burk Brothers 
Philadelphia, Pa. 


18—W. D. Byron & Sons of Maryland, Inc. 
Williamsport, Md. 


19—Carr Leather Co. 
Peabody, Mass. 


20—Colonial Tanning Co. 


Boston, Mass. 


21—Dimond Kid Company, Inc. 


Boston, Mass. 


22—F. C. Donovan, Inc. 


Boston, Mass. 


23—Dungan, Hood & Co. 
Philadelphia, Pa. 


24—Eagle-Ottawa Leather Co. 
Whitehall, Michigan 


25—Essex Tanning Co. 
Peabody, Mass. 


26—John R. Evans & Co. 
Camden, N. J. 


27—Robert H. Foerderer, Inc. 
Frankford, Philadelphia, Pa. 


28—A. F. Gallun & Sons Corp. 


Milwaukee, Wisconsin 


29—Goniprow Kid Co., Inc. 


Lynn, Mass. 


30—Griess Pfleger Tanning Co. 


Boston, Mass. 


31—Gutmann & Co. 
Chicago, Ill. 


32—Henry Halle Tanning Co. 
Newark, N. J. 


33—L. H. Hamel Leather Co. 


Haverhill, Mass. 


34—Hamilton Kausel Co. 
Peabody, Mass. 


35—Hiteman Leather Co. 
West Winfield, N. Y. 


36—E. Hubschmann & Sons, Inc. 
Philadelphia, Pa. 


37—Hunt Rankin Leather Co. 


Boston, Mass. 


38—I|. M. Kaplan, Inc. 


Boston, Mass. 


39—C. D. Kepner Leather Co. 


Boston, Mass. 


40—Kossbeck Leather Co. 
New York City 


41—A. C. Lawrence Leather Co. 
Peabody, Mass. 


42—G. Levor & Co., Inc. 
New York City 


43—Lord Tanning Company 
Woburn, Mass. 


44—McNeely & Price Co. 
Philadelphia, Pa. 


45—Mitchell & Peirson, Inc. 
Philadelphia, Pa. 


46—Monarch Leather Co. 


Chicago, Illinois 


47—R. Neumann & Co. 
Hoboken, N. J. 


48—Northwestern Leather Co. Trust 


Boston, Mass. 


49—The Ohio Leather Co. 
Girard, Ohio 


50—Herman Rosen & Sons, Inc. 


Glastonbury, Conn. 


51—John J. Riley Co. 


Boston, Mass. 


52—Robertson, Inc. 
New York, N. Y. 


53—Fred Rueping Leather Co. 


Fon du Lac, Wisconsin 


54—Scherer Leather Co. 
Cudahy, Wisc. 


55—Seton Leather Co. 
Newark, N. J. 


56—Samuel Shapiro 
New York City 


57—Surpass Leather Co. 
Philadelphia. Pa. 


58—Thayer Foss Company 


Boston, Mass. 


59—Albert Trostel & Son Co. 


Milwaukee, Wisconsin 


60—Verza Tanning Co. 
Peabody, Mass. 


61—Winslow Brothers & Smith Co. 


Norwood, Mass. 


62—Richard Young Co. 
New York, N. Y. 
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From verdant 
South America, where 
the climatic conditions 
the year round are ideal for the 
raising of well-nourished animals, 
come kidskins which are tradition- 
ally meaty and mellow natured. 
From such incomparable skins, 
KING KID, the acknowledged 
leader, is produced. 



























GLAZED — SATIN 














BOOTH 37 


TANNERS’ COUNCIL 
LEATHER EXHIBIT 
Waldorf-Astoria 


SEPTEMBER 9-10 


The light, natural finish—the well-nurtured, 
truly beautiful texture produced through 
the excellence of its tanning make White 
King Kid the ideal leather for white kid 
shoes. White King Kid offers to the woman 
of refinement everything she could possibly 
desire in modish footwear. 
Probably the strongest, cleanest white 
kid leather on the market today... White 
King Kid, by Amer! 


WILLIAM 


AMER 


COMPANY 


PHILADELPHIA 
ESTABLISHED 1832 
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EBON-APEX 


PROMENADE 


for colors 


HIGH COLORS 


for slippers 


APEX-BUK 


HITEMAN 


LEATHER COMPANY, INC. 
WEST WINFIELD, NEW YORK 


When writing advertisers please mention Boot and Shoe Recorder 
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Tue coustancy with which North- 


western Leathers are used in outstand- 


ing lines is based on their consistency 
of guality and dependability. North- 


western tans a better and more eco- 
nomical leather for juvenile shoes— 
sport shoes—heavy duty shoes and 
street wear. Tell your manufacturer 
you appreciate the satisfaction which 
Northwestern Leathers create with 


your customers. 


NORTHWESTERN LEATHER 


COMPANY TRUST 
BOSTON 


ELKO DEERSKIN 
RUSSIDE SOOTAN 


STERN 
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WHAT THE TANNERS WILL SHOW 


Brands and Colors of Leathers 
for Spring, to Be Shown at the 
Waldorf-Astoria, Sept 9-10, 1985 


Lists as received from tanners up to time of going to press 


THE ADAMS BUCKSKIN 
COMPANY, INC. 


Genuine White Buckskin for men’s, 
women’s and children’s shoes. 


AGOOS LEATHER COMPANIES, 
INC. 

White Buck Kips and Sides 

Semisuede Calf and Kip 

Art Grain Calf 

Colored Kid 

Suede Kid, staple and fancy colorings 


ALLIED KID COMPANY 
Standard Kid Division 
Glazed Kid 

White No. 50 

Indies No. 32 

Marrona No. 34 

Sunbisque No. 190 

Cornhusk No. 191 

Mesa No. 222 

Prairie No. 223 

Paris Gray No. 177 

Marine Blue No. 137 

Oriental Oxblood No. 445 

Araby Green No. 163 


Casino Colors 


Deauville Red No. 45 
Touquet Blue No. 236 


Doeskin 
White No. 901 
Sunbisque No. 990 
Mesa No. 922 
Paris Gray No. 977 
Marine Blue No. 936 
Oriental Oxblood No. 957 
Araby Green No. 961 
Chamois No. 910 
Ginger No. 927 
Cream No. 900 
Black 
Luggage Tan No. 921 


Casino Colors 

Deauville Red No. 945 
Touquet Blue No. 938 
Biarritz Green No. 965 


Bouquet Colors 
Forget-me-not Blue No. 984 
Arbutus Pink No. 986 
Green Bud No. 983 





Additional Doeskin Colors 
Limoges Blue No. 981 
Lilac No. 988 

Mandarin Orange No. 903 
Yellow No. 987 

Jade Green No. 962 
Parchment No. 54 

Baby Pink No. 109 

Apple Green No. 111 
Lettuce Green No. 113 


Pig Grain 


White No. 750 

Paris Gray No. 759 
Marine Blue No. 753 
Oriental Oxblood No. 757 
Araby Green No. 761 
Black No. 754 


Casino Colors 


Deauville Red No. 755 
Touquet Blue No. 758 


Bouquet Colors 

Forget-me-not Blue No. 764 
Arbutus Pink No. 756 

Additional Grain Colors 

Light Luggage—Pig Grain No. 751 
Dark Luggage—Pig Grain No. 752 


Baby Alligator Grain 


White No. 770 

Indies No. 772 

Paris Gray No. 779 
Oriental Oxblood No. 777 
Araby Green No. 781 
Black No. 774 


Casino Colors 
Touquet Blue No. 788 


Bouquet Colors 
Forget-me-not Blue No. 784 
Arbutus Pink No. 776 


Additional Grain Colors 
Amber Baby Alligator No. 771 


Lining Colors 


Mushroom No. 123 
Baby Blue No. 133 
Water Lily No. 151 
Chamois No. 155 
Pearl Gray No. 180 
Eel Gray No. 181 
Mist Gray No. 197 
Caramel No. 106 
Allied Kid Company 





McNeely Division 

Women’s Colors 
Indies No. 74 
Dark Indies No. 99 
Marine Blue No. 88 
Dark Marine Blue No. 89 
Marrona No. 25 (Autumn) 


Men’s Colors 
Spaniel Tan No. 19 (Sorrel) 
Retriever Brown No. 28 (Dapper) 


New Castle Division 
White 
Indies Brown No. 172 
Caramel No. 3 N 
Brigadier Brown 
Sunbisque No. 910 N 
Cornhusk No. 635 
Marine Blue No. 1330 
Touquet Blue No. 1340 
Oriental Oxblood No. 1450 
Deauville Red No. 1225 N 
Araby Green No. 1141 


Quaker City Division 

Women’s Colors 
Indies No. 26 
Marrona No. 24 
Marine Blue No. 39 
Black Glazed Kid 


Men’s Colors 
Spaniel Tan No. 10 


Retriever Brown No. 20 
Black Glazed Kid 


AMALGAMAT ED LEATHER 
COMPANIES, INC. 
Glazed Kid 
Indies Brown No. 176 
Marrona Brown No. 123 
Neutral Brown No. 75 
Marine Blue No. 159 
Navy Blue No. 259 
Eagle Blue No. 359 
Green Kid No. 540 
Dubonnet Kid No. 265 
White Glazed Kid No. 81 
Satin Mat 
Black Glazed Kid 
Linings 
Gold Kid 
Silver Kid 
Gold Paisley Kid 
Silver Paisley Kid 
[TURN TO PAGE 104, PLEASE] 





C ; 
“¢ VY foi WL MMC de MOMMA? peels PATENT hoalhoy 
shoes, “SAYS Iily EMMY DEAN v/ O'CONNOR & GOLDBERG. 


essential. oe after year, they prove. 
versatile cd I am sure every sean 
must face the same, numerous occasions 
when only patent leather fadeaas 


- geems correct with the costume selected. 


“In my shoe wardrobe, and likewise in 
those of friends, patent leather accounts 


for many favored models.” 








Patent Leather is Your Next Promotion! 


BLACh 
WHITE 


COLORS SETON’S is 4% PATENT 














eV ANS WILL 





Evans Kid Suedes for the Spring and Summer of 1936 are extremely rich and deep 
textured—soft as a pussy willow—absolutely uniform in tone. Whether your shoes 
are of Suede Kid or Glazed Kid you can count on the Evans Tannage for rich color 
values, deep color penetration and uniformity. Every season finds more manufac- 


turers relying on these Evans qualities. John R. Evans & Co., Camden, New Jerscy. 





AT THE LEg, 


%& See the Exhibit of Evans Leath- 
ers for Spring and Summer, 1936 
—Booth 27 at the Waldorf Astoria 
— Sept. 9 to 10. American Smart 
Leathers and Style Conference. 


STANDARDIZE ON EVANS BRANDS .. THE KID WITH A DEFINITE SALES INFLUENCE 


— Cvanshid Leteers 


AC? 


cy. 
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WHAT THE TANNERS WILL SHOW 


Charmooz 
White Charmooz No. 981 
White Charmooz No. 982 
Black Charmooz 
Brown Charmooz No. 976 
Navy Charmooz No. 935 
Green Charmooz No. 973 
Cafe Au Lait Charmooz No. 946 
Chamois Charmooz No. 977 
Moss Green Charmooz No. 987 
Jade Green Charmooz No. 934 
Apple Green No. 962 
Pale Coral Charmooz No. 929 
Deep Pink Coral No. 928 
Chinese Red Charmooz No. 930 
Dark Red Charmooz No. 924 
Pale Blue Charmooz No. 942 
Delphinium Blue Charmooz No. 945 


WILLIAM AMER COMPANY 
Black Glazed “King Kid” 
Black Satin “King Kid” 
White Glazed “King Kid” 


AMERICAN HIDE AND LEATHER 
COMPANY 

Rosebay Willow Calf 

Willow Calf 

Pocketbook Willow Calf 

Princess Calf 

Royal Calf 

Amerigrain Elk 

Empire Sides 

Cadet Patent 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather 
In the latest Spring shades. 


BARRETT & COMPANY 


Printed Lining Calf 
White Chamois 
Yellow Chamois 
Smooth Calf 
White 
Grained Calf 
Colors and grains as desired 
Llama Calf (Dull and Bright) 
(L & LM weight for lined shoes) 


(M & HM weight Natural back for 


unlined shoes) 
White 
Black 
Indies Brown 
Marrona 
Marin Blue 
Luggage Tan 


J. S. BARNET & SONS, INC. 
Thorobred Calf 

Gloria 

Brawnie 


Barnet Suede 





[CONTINUED FROM PAGE 100] 


Sport—Men’s and) Women’s 
Leathers 
Designs in Suede 


BAYER BROTHERS LEATHER 
COMPANY, INC. 
Various Reptiles such as: 
Alligators 
Lizards 
Snake 
Frog 


In a variety of colors prescribed for | 


Spring Fashion. 


BEGGS & COBB, INC. 

Dress Side Leathers 

White, colors and black 
Sport Leathers 

Elk—White and Colors 
Buck 
Patent 
Flexible Inner Sole Splits 
Splits 

Linings 

Gussets 

Workshu 

Slippers 

Suedes 


HUGO BRAND LEATHER 
CO., INC. 

Marina, Waldorf, Hippo, Princess and 
Tango Calf 

Levant, Scotch and Crushéd Goat 

Ambassador, Buffalo, Pearl, Bar- 
racuda, Jaguar, Shark and Planet 
Cowhide 


BRANDT LEATHER CORPORA- 
TION 
Novelty Calf in different designs and 
modish colors; as well as fancy 
linings. 


N. BREZNER & COMPANY 
A complete new line of outstanding 
designs and colors next Spring—Fea- 
turing “Fan-Tan” and “Surf.” 


BURK BROTHERS 
Black Glazed Kid 
Dull Satin 
Blue Glazed Kid 
Brown Glazed Kid 


Obi le 
Opaloz Kid § Various Colors 


W. D. BYRON & SONS OF 
MARYLAND, INC. 


White Elk 


| 
White and Cream Buck Sides with a | 
| 


sprinkling of several shades of 
brown and black sides. 





| 
| 
| 
| 
| 


COLONIAL TANNING 
COMPANY 


Mascara Brown No. 99 
Retriever Brown No. 169 
Biscay Brown No. 139 
Marine Blue No. 113 
Sailor Blue No. 182 
Clipper Blue No. 166 
Sno-White 

Black Patent 


F, C. DONOVAN, INC. 


Doval Buck 
Cream 
White 
Brown 
Grey 


Sport Elk 
White 
Smoke, No. 127 
Brown, No. 601 


Chenango Suede 
Black and Colors 


Dov Linings 
Navonod Linings 
Colors No. 


DUNGAN, HOOD & COMPANY, 
INC. ? 


Black Glazed Kid 

Black Satin Kid 

Brown Glazed Kid 

Blue Glazed Kid 

White Glazed Kid 

Black Satin Brazilian Kid 
White Brazilian Kid 


EAGLE-OTTAWA LEATHER CO. 


Men’s Eagle Calf 
Black Eagle Calf 
Tantree Eagle Calf 
Bourbon Eagle Calf 
Holland Eagle Calf 
Alaric Calf, No. 12 
Alaric Calf, No. 22 
Broadway, No. 10 
Fairway, No. 11 
Broadway, No. 20 
Fairway, No. 21 
Black Alaric 
Fairway Alaric 
Dover Black 
Fawn Brown Alaric 

[TURN TO PAGE 106, PLEASE] 
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CARR 
Suede 














Every step in the orderly tan- 
ning of Carr Suede—from the selection of 
the raw stock to finished product—is influ- 
enced by the fact that for 37 years we have 
specialized in the production of suede calf 
leathers that meet the exacting quality, 
color and economy requirements of the 
industry. 


CARR BUCK 


is a heavy suede which is very popular with 
manufacturers of men’s and women’s sport 
footwear. 


OFFICIAL OPENING 


Showing of latest offerings in Carr Suede 
Waldorf-Astoria, September 9-10. 


CARR - 


LEATHER COMPANY 
PEABODY, MASS. 


joseoe G. Caverly Benton Wilkins C. Roy Fisher 
79 env St., Boston, Mas 1002 Locust St., St. a Mo. 45 Andrews St.” Rochester, N. Y. 
ther Supply Co. 


E. Tracey Ce. Adams & Atkins Lea’ 
46 Duttonhoter Bide, Cineinnati, Ohio 744 N. 4th st, Milwaukee, Wis. 1012 Broadway Place, Los Angeles, Cal. } 
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Page 106 


WHAT 


Spey Royal Scotch Black 
Spey Royal Scotch Brown 


Women’s Alaric 
Black Alaric 
Indies Alaric 
Marrona Alaric 
Gaucho Alaric 
Rust Alaric 
Fawn Alaric 
Sanwood Alaric 
Sea Sand Alaric 
Sunbisque Alaric 


Ottawa Elk 

White 

Smoke 

Brown 

Black 
Gunmetal Sides 
Wolverine Prints 
Partridge Prints 
Indian Head Patent 


JOHN R. EVANS & COMPANY 
Ruby Kid 
Peacock Colors: 

White 

White Suede 

Cream Suede 

Brown No. 101 


Blue No. 121 
Men’s Brown No. 790 


Peerless Linings: All popular shades. 


ROBERT H. FOERDERER, INC. 
For Women’s Shoes 


Vici Black No. 400 

Vici Black No. 404 (Satin Finish) 
Vici Brown No. 216 

Vici Blue No. 511 


For Men’s Shoes 
Vici Brown No. 225 


GONIPROW KID COMPANY, 
INC. 


Shoe Leather Colors 
Color 15 Brown Kid 
Color 70 Blue Kid 

Linings Colors 
Color 20 Medium Gray Kid 
Color 25 Dark Gray Kid 
Color 35 Fawn Brown Kid 
Color 55 Chaff Kid 
Color 60 Beige Kid 
Color 75 Water Lily Kid 


GUTMANN & COMPANY 


White and Colored Shubuck 
White and Colored Mule 

White and Colored Mule Splits 
White and Colored Elk 

Smooth Sides 








BOOT AND SHOE RECORDER, August 31, 1935 


[CONTINUED FROM PAGE 104] 


L. H. HAMEL LEATHER 


COMPANY 
Kid 

Grey No. 300 
Jade No. 303 
Pink No. 304 
Blue No. 308 
Green No. 309 
Yellow No. 313 
Peach No. 314 
Water Lily No. 327 
White No. 350 
Medium Grey No. 356 
Medium Brown No. 357 
Beige No. 358 
Special Grey No. 394 


Lambskins 


Grey No. 100 

Jade No. 103 

Pink No. 104 

Blue No. 108 

Green No. 109 

Water Lily No. 127 
White No. 150 
Medium Grey No. 156 
Medium Brown No. 157 
Beige No. 158 

Special Grey No. 194 


HAMILTON-KAUSEL COMPANY 


| For Women’s Wear 


Brown Reliance Kid No. 22 
For Men’s Wear 

London Tan No. 12 
Reliance White No. 25 


| HITEMAN LEATHER COMPANY, 


INC. 


A full line of leathers for Men’s shoes | 


and slippers 
“Ebon-Apex”—A smooth and boarded 


black 


| “Promenade”—Colors to correspond 


to textile color card 


| “Fireside”—High colors for slippers 
| “Apex-Buk”—In White 


E. HUBSCHMAN & SONS, INC. 
Calf—All new Spring shades 


HUNT-RANKIN LEATHER 
COMPANY 


Bucko Calf In All 
Velvetta Calf the 


Tailored Calf ( Popular 


Colors 


Glace Russia Calf 
White Kafbuc 


THE KOSSBECK LEATHER 
COMPANY 
Patent Kid (Japonica Brand) 
Black 


Brown 


Blue 








THE TANNERS WILL SHOW 


Genuine Reptiles 
Calcutta Lizards 
Bengal Lizards 
Ring Lizards 
Watersnakes 
Python Snakes 


Ermine Snakes 


G. LEVOR & COMPANY, INC. 

“The Whitest Whites” White Levor 
washable kid and_ cabretta: 
white Levor kid suede. 


LORD TANNING COMPANY 
Lortan Sport Elk—in full grain and 
corrected kips, and in full grain 
and corrected extremes. 
Roban—smooth leather for 
sport shoes and moccasins. 
Heavy grain leathers—for men’s 
shoes, and smooth sides for 
women’s shoes. 


Buck 


heavy 


| Patent Leather—in black and colors. 
| Embossed leathers—in popular 


grains. 


McNEELY & PRICE COMPANY 
Black Kid 

Together with various colors in lin- 

ings 


MITCHELL & PEIRSON, INC. 
Shoe Stock 
In both Indies and South American 
Stock 
Black 
Dark Brown 
Dark Blue 


Lining Stock 
Light Grey 
Dark Gray 
Parchment 
Fawn 


Slipper Stock 
Red 
Brown 
Green 
Burgundy 
Blue 


R. NEUMANN & COMPANY 


Genuine Seal Leather 

Genuine Buffalo Leather 
Novelty Calfskins 

“Vegetan Calf” for men’s shoes 


NORTHWESTERN LEATHER 
COMPANY TRUST 


Shami and White Buck 
[TURN TO PAGE 108, PLEASE} 








LIKE FINE 
TOBACCOS and RARE LIQUORS! 


The genius of modern science and of human 
artistry, plus an ideal faithfully adhered to, makes 
NEUMANN leathers the prize entries among shoe 
upper materials each season. Every skin of NEUMANN 

bark or vegetable tanned leather is air-conditioned— 

ripened—in the crust for months before being hand-finished. 

This ageing gives the rich mellowness characteristic of 
fine leather and a suppleness which is unaffected by 
temperature or climate. 


R. NEUMANN & CO., INC. 


Established 1863 
HOBOKEN + NEW JERSEY 


Genuine Seal, Buffalo, Ostrich, Goat 
and Calf in Natural, Shrunken and 
Embossed Grains 
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WHAT THE TANNERS WILL SHOW 


New Grains 


All colors in Elko, 


Russide and Sootan 


Deerskin, 


Splits 
Sabuck Splits for rough outsides 
Lining Splits in colors 
Slipper Splits in colors 


THE OHIO LEATHER COMPANY 
Kafforite 
Light weight women’s Calf in ab) 


the new Spring shades including 
the new Ginger Brown and Oxblood 
colors. 


Luxor 
Men’s quality dress shoe calf in the 
new selected shades including the 
new Saddle Tan and Harness 
Brown, also a full range of popular 
Browns and Tans. 


Washette 
In white for both men and women 
—also pastels. 


Black Calf— 


Jack Jetta for men; Jill Jetta for 
women, 


Fancy Embossed Grains 
Matching all new selected Spring 
colors including several new regis- 
tered designs 


White 


Light weight Kafforite for women. 
Washette and Dressysport for men; 
also in Polaris, the new all through 
White tannage in both men’s and 
women’s weights. 


Dressysport 


In new men’s Spring shades includ- 
ing Setter Brown and Spur Grey. 


ROBERTSON INCORPORATED 


Alligator and Lizard 
Indies Brown 
Ginger Brown 
Dubonnet 
Navy 
Arab Green 
Cornflower Blue 


Mustard 


HERMAN ROSER & SONS, INC. 


Genuine Pigskin Upper Leather in 

natural and simulated grains, 
and in all colors including the 
popular 
white. 


Pastel Shades, also 














[CONTINUED FROM PAGE 106] 


FRED RUEPING LEATHER 
COMPANY 


Anoka 


Seminole Mellow 
Thornproof 
Norge Grain 

Kin Kin 
Kankakee 
Hiawatha 
Thornproof Splits 


SCHERER LEATHER COMPANY 
Scherer Buck 
Bonita Calf in Black and Colors 
Vegetable Tanned Belt Leather 

In Russet and Colors 
Chrome Retan Sole Leather 


SETON LEATHER COMPANY 


Patent Leather in black, white and 
all favorite colors. 

Zephyr Buck Side Leather in white, 
cream and chamois. 


SAMUEL SHAPIRO 
White Buckskin, suedes and pigskins. 


SURPASS LEATHER COMPANY 


Black Kid for Outsides 


Brown Kid for Outsides 
Blue Kid for Outsides 


Colored Kid Linings 
Black Glazed Kangaroo 


THAYER-FOSS COMPANY 


Paramount Patent Leathers in high 
grade kips and small extremes in 


both black and colors. 
Beaubuck Kip Sides 


White Buck and a very close imita- 
tion to genuine Buckskin 

White in Polar Buck which is a 
chrome tanned buck leather both 
in kips extremes 

Doebuck, a flesh finished Kip side in 
various colors; 


Also several numbers in the Demi- 
Suede Prints in Kip sides. 


ALBERT TROSTEL & SONS 
COMPANY 
Kafette Calf—Women’s Baby Weight 
Calf 
Trostan Calf—Women’s Colored Calf 


Fairfax Calf | 
Haig Calf Men’s Colored Calf 











Pochette Calf 
Bagotan Calf 


Nubian Calf—Black Calf in all 
weights 


Wales Calf 
(Natural back calf for 


unlined shoes in all 


weights ) 
White Calf 


| Handbag Leathers 





WINSLOW BROTHERS & SMITH 
COMPANY 


Shoe Linings—Chrome and Vegetable 
in all popular colors and white 

Garment Leather—Flesh finishes— 
smooth and embossed grains. 

Shearlings—Finishes for all purposes. 

Colored Suedes—For Belt and Nov- 
elty Work. 

Embossed Grains—For Bag and Nov- 
elty Use. 

Textile Leathers—In Calf and Sheep. 


RICHARD YOUNG COMPANY 


Genuine Kangaroo 
Colored Kid 
Genuine Buck 
Ryco Lambskins 


C. D. KEPNER LEATHER 
COMPANY 


C. D. Kepner Leather Company will 
exhibit for the first time at the 
LEATHER SHOw, September 9 and 10, 
the combined products of the four 
tanneries for which the Kepner or- 
ganization is exclusive selling 
agent, namely: W. J. Budgell & 
Sons, Peabody; J. Lichtman & Sons, 
Newark, N. J.; Lichtman-Widen Tan- 
ning Corporation, Pittsfield, Mass.; 
Murray Leather Company, Woburn, 
Mass. 

The leathers to be shown are as 
follows: 

A full line of Sport Leathers in 
White and Colors including Elk, Full 
Grain Sport and Corrected Grain 
Sportette in Kips and Extremes; 
Buck Sides, Swaggerbuk and other 
specialties. 

Also, Patent Leather in Black and 
Colors and Gunmetal Sides; Split 
Specialties for all purposes; Cordo- 
van and Cordovan Shark. 

Sheepskin for the shoe trade in 
Chrome and Combination tannages 
including “Nuchrome”; also garment 
leathers in Suede, Grain and Em- 
bossed Finishes. 
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USE 
ROSEBAY WILLOW 
CALF 


for smartness 


Footage figures on Rosebay Willow 
Calf attest the secure place this 
original, high-style leather has at- 
tained in the smart shoe field. Its 
superior suppleness, fine tight grain, 
and handsome coloring, so apparent 
in the skin, improves in the shoe. 
Rosebay Willow Calf cannot be 
denied a place wherever foot- 
wear beauty is appreciated. 


ON DISPLAY 
BOOTH—30 

OFFICIAL OPENING 
AMERICAN LEATHERS 
SEPTEMBER 9-10 


HI &/LEATHER CO. 


BOSTON 
MASS. 
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indhistry Selects Shoe Colors 
‘ for Spring 


[CONTINUED FROM PAGE 71] 


Spaniel Tan (repeated color) .... 
Light russet shade growing in accept- 
ance in men’s town and country shoes, 
full or quarter brogued with solid- 
leather soles. Also used in combina- 
tion with darker sueded hunting leath- 

. ers. Principally for smooth leathers. 

Setter Brown .... New version of a 
_russet shade with a warm undertone, 
for both smooth and boarded leathers. 
This type of color shows possibilities 
for volume acceptance in place of the 
neutral darker shades that have pre- 
vailed for so many reasons, in custom 
town types with straight tips, as well 
as plain toe and full brogue country 
shoes. 

Bourbon (repeated color) .... This 
volume color continues as a basic shade 
for all types of town and sports models. 
It is the accepted color in conserva- 
tive shoes, and it gains new style im- 
portance when detailed with orange 
fittings, or when combined with white. 
Interpreted in smooth, boarded, heavy 
sports grain or hunting leathers. 

Retriever Brown (repeated color) 

. . The growing importance of 
sueded hunting leathers brought this 
color into prominence for the Fall sea- 
son. It continues for Spring in town 
and country shoes, sometimes in com- 
bination with the Saddle Tan and 
Spaniel Tan smooth leathers, or with 
boarded and grained leathers of match- 
ing color. It has a new use in sueded 
leather combined with smooth, white 
leather. 

Greyhound (repeated color) . 
Continued for the second season as ; the 
best type of gray in sueded hunting 
leather, because it harmonizes well with 
accepted gray tones in men’s sports 
jackets and slacks. For the Spring 
season, it will have limited use in the 
“reverse” effect—smooth, white leather 
combined with Greyhound hunting 
leather. 


“Cruise and Summer 
Combinations” 


Vintage Brown (repeated color) .... 
A new use in this brownish Cordovan 
type of color is in combination with 
white leathers, for cruise, Summer and 
sports wear. The importance of dark 
maroon shades in men’s apparel gives 
it special promotional interest. Ac- 
ceptance of this shade in all-over shoes 
for Spring will be limited. 

Deck Blue .... Plain toe white shoes 
with saddles of this new dark blue will 
be featured extensively in cruise and 

_ Palm Beach promotions. There are two 
methods of using this color: One in a 
combination of white buck or sueded 
leather with plain or boarded Deck 
‘Blue; the other, a “reverse” combina- 
43 Hon, featured on the Continent this 


past season, using smooth white leather 
with sueded hunting leather in the Deck 
Blue shade. Deck Blue is dark enough 
to look well in patent leather pumps 
and ties worn with the new midnight 
blue evening clothes. 


“Country Colors” 


Hempcord (repeated color) : 
Light neutral, repeated because of its 
continued acceptance for heavy-grained 
sports leathers, in moccasin and blucher 
types. Sometimes used in combina- 
tion with darker browns or black. 

Spur Gray .... Neutral Gray for ac- 
tive sports shoes, which serves the 
same purpose as Hempcord. Best 
adapted to combination with smooth 
white or sueded white leathers. 

Sanwood (repeated color) .... Re- 
peated because of its new importance 
in the saddle and luggage type of color. 
This shade has a lighter, clearer tone 
than the Saddle Tan shade, hence its 
adaptability to smooth, boarded, heavy- 
grained and sueded hunting leathers. 
This is the accepted color for men’s 
sports, beach and slacks sandals and is 
also of style importance for plain toe 
sports ties and moccasin effects, par- 
ticularly in sueded hunting leather. 

Harness Brown .... New light brown 
for sports leathers in boarded or heavy- 
grained effects. Also important for 
sueded hunting leather used in country 
shoes. It has a rich, ruddy tone in all 
of these leathers that combines well 
with the ruddy browns in men’s sports 
togs. An excellent new color for combi- 
nation with white in golf shoes. 


Sees Improvement in 
High Grade Lines 


New York—Production of fine shoes 
for women during the first six months 
of 1935, in New York City, was within 
two per cent of the production during 
the first half of 1934, according to data 
recently compiled by the Shoe Manu- 
facturers’ Board of Trade of New 
York. Identical factories, all of which 
are operated by members of the Board 
Trade, were used for this comparison 
of the two periods. These factories ac- 
count for a very largé proportion of the 
total production of quality footwear 
for women in the United States. 

“The two per cent reduction in num- 
ber of pairs produced in our factories 
during January-June, 1935, as com- 
pared with January-June, 1935,” said 
Morgan Grossman, president. of the 
Board of Trade, “is exactly the same 
as that reported by the Department of 
Commerce for the women’s shoe in- 
dustry as a whole. , 


1935 


indicative of the 
stronger position of the, high-grade 
shoe today. Heretofore; when a slump 
in production has occurred, the higher 
quality shoe has suffered a greater 
proportionate reduction than the lower 
grades. But a distinct trend toward 
higher quality is noticeable in all ap- 
parel lines, and this is reflected in the 
ability of the fine shoe industry | of 
New York City to keep pace with the 
industry as a whole, in spite of the 
difficult factors that affected business 
during the early part of this year. 

“With a continuation of the improve- 
ment which has been noticed generally 
throughout the country since early 
spring, there will doubtless be an in- 
crease in the share of total buying 
power going into quality merchandise. 
This trend will give new emphasis to 
the premier position of New York 
City in the women’s shoe industry. The 
fine turn shoe for which our industry 
is known throughout the world has 
never lost its prestige; and although 
fewer pairs have of necessity been 
purchased by consumers during the de- 
pression, the trend will be steadily up- 
ward as recovery proceeds.” 


“This fact is 


Production Run Continues 


RocHEsTER, N. Y.—Shoe production 
over the current week, covering the 
Rochester district in the north and the 
Binghamton district in the south, re- 
flects little or no change from the pre- 
ceding week, as the majority of our 
plants continue on a very good level of 
production. The slipper division is ex- 
ceptionally strong, with production well 
in advance of a year ago. 

The juvenile factories catering to the 
higher quality grades of misses’ and 
children’s footwear are finding a great- 
ly increased demand for welts of the 
higher priced materials and finer work- 
manship. 

The southern ‘tier, comprising the 
Endicott-Johnson group of factories, 
are somewhat divided in point of pro- 
duction, as some are still holding the 
high peak of production while others 
have had some recession from the high 
volume at which they have been oper- 
ating for an extended period. 


Square Heels and Square Toes 


Los ANGELES, CALIF.—If “heels are 
the news” as many claim they are, 
Bullock’s-Wilshire is right on the front 
page with square heels which go well 
with the new square toes being shown 
in the first street floor salon. The new 
heels are shown more particularly in a 
dubonnet oxford rather strong and 
weighty in appearance but cleverly de- 
signed exclusively for this store and 
intended for general street wear. 

The wide one-strap is also meeting 
with favor in this department, in- 
dividually designed for the store in 
each case. 











